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Club Plan Sells 159 Electric Washers 
for Hubbard in 49 Days 


ARM weather will soon be 
here and the housewife will 
look about her to find easy 
methods of accomplishing the various 
forms of household work. Electricity 


will be called upon to solve the prob- 
lem, and vacuum cleaners, electric 
irons and electric washing machines 
will help make life worth living dur- 
ing the hot months. 

Every little while our attention is 
* ¢alled to some plan that has served 
to increase sales in a certain line for 
some retail hardware merchant, and 
it impresses us to such a degree that 
we see to it that it is passed along. 


Such an idea was the one adopted by 
the Geo. W. Hubbard Hardware Co. 
of Flint, Mich., in the period preced- 
ing the Christmas holidays of 1922. 


It was an adaptation of the club idea 
which serves to take advantage of 
the desire in humanity to get some- 
thing for nothing. 

The club idea has received consid- 
erable publicity from banks all over 
the country, particularly at Christ- 
mas time. Although this plan was 
used during the holiday period, it is 
equally adaptable at any other period 
of the year. Briefly, the idea was 


that the customer paid $1.50 a week 
until $9 has been paid down. Then 
the electric washer was delivered to 
his home. 

In order to further attract pros- 
pects, however, the firm announced 
in the local newspapers that it would 
also give away, free of charge, with 
each electric washer purchased be- 
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fore Christmas, the prospect’s choice 
of one of the following presents: An 
electric iron, an aluminum tea kettle, 
a carving set, an aluminum percola- 
tor, an enamel roaster, electric toast- 
er, a set of glass baking dishes, sil- 


ver-plated frame casserole, ironing 
board, copper wash boiler. 

The average cost of the presents 
selected was in the neighborhood of 
$5. This cost was not in any way 
excessive, as the firm does not hire 
any outside salesmen or solicitors, 
and depends entirely on prospects 
who come into the store for its sales. 

J. G. Van Leuwen, the firm’s man- 
ager, said that when the turnover is 
taken into consideration, a merchant 


can afford to sell for less, as he makes 
more profit in the long run. 
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This special sale, or Christmas 
Club as it was called, started on Nov. 
6 and did not close until Dec. 30, 
1922, 


The details, with list of presents, 
were announced in the daily news- 
papers. In addition to this there was 
a special window display that not 
only featured all the presents, and 
the electric washer, but the price and 
terms as well. 

List of Purchasers Featured 


Another novel feature was a huge 
sign containing the names of hun- 


dreds of electric washer owners who 
had purchased this type of machine. 
Mr. Van Leuwen said that scarcely 
anyone who looked over this big sign 
could help but find the name of some 


friend or neighbor who had pur- 
chased one of these machines. This 
list is regarded as one of the most 
valuable aids to the washing machine 
business done by the Hubbard Hard- 
ware Co., and it has brought them 
considerable business. He says, fur- 
ther, however, that this list is most 
valuable when there are more than 


HARDWARE AGE 


100 names to display. Many pros- 
pects have come in to talk about 
washing machines after having seen 
this list in the window. 

The sale started off successfully, 
and during the first ten days the firm 
had sold thirty washers. At the end 
of the sale they found that 159 elec- 
tric washers of a single type had been 
sold. This is remarkable when one 


considers that no outside salesmen or 
solicitors were employed, that all 
sales were made from the store floor, 
and that these prospects were 
brought to the store solely by means 
of newspaper ads and window dis- 
plays. 

In fact, one of the essentials of 
this club idea is to give it the proper 
publicity in the newspaper, and then 
take every advantage to see that 
everyone knows all the details. 

The Hubbard window display, for 
instance, was of great assistance to 
the firm, as it combined a display of 
the presents and a list. of satisfied 


owners, together with the machines 
themselves and the low terms offered. 
Delivery days were designated, and 
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the machines to be sent to customers 
were all lined up in front of the store. 
Accordingly, on each delivery day 
from twelve to twenty washers were 
lined up on the sidewalk, ready to be 


delivered. A big sign was over the 
line of washers explaining that they 
had all been sold and were about to 
be delivered to the new owners. This 
also served to bring in a number of 


prospects. 

This method of selling need not be 
confined to the holiday season, as it 
can be successfully used during any 
time or season of the year. It is es- 
sential, however, that a time limit be 
put on the sale so that prospects will 
not keep putting off the purchase of 
the washer until it is too late. 

The presents selected by the cus- 
tomers showed that all of the items 


offered were equally popular. 


This idea probably would work out 
just as well with fewer presents or 
with different ones—but the big idea 
is to sell. the washer for a small down 


payment, give something to bring the 


customers to your store and then cap- 
italize on the sale in every way. 


A Collection Idea That Brought Results 


How an Unsigned Check Was Made the 
Basis of Obtaining Payment of Old Accounts 


TOTAL of $370.38 was collected 
recently by seventy letters sent 
to old accounts by a company in At- 
lanta—an average of better than $5 
a letter. This result is all the more 


remarkable when the fact is consid- 
ered that many of the accounts in 
question were months behind, and 
that the company had given up sev- 
eral as virtually “dead,” with legal 
procedure the only hope of ever get- 
ting the money. 

The letter sent out involved a new 
idea in collecting accounts that was 
shown by the writer to several At- 
lanta merchants, and invariably pro- 
nounced by them one of the best col- 
lection ideas they had ever heard of. 
The company in question was the 
George Muse Clothing Co. 

A check was received by this store 
recently drawn on an Atlanta bank 
in the sum of $5, but which the 
sender had forgotten to sign. It 
came in a printed return envelope, 
but not being accompanied by a let- 
ter or note of any kind, the company 
had no way in the world of ascer- 
taining who had sent it. 

At once the idea occurred to Wil- 
liam F. Greene, manager of this de- 
partment to send out several letters 
to old Atlanta accounts, telling of 
this check and asking the one who 


had sent it to let the company know, 


so it could be returned for signa- 
ture and duly credited to his ac- 


count. It was not Greene’s idea 
merely to find out who had sent the 


$5 check, but he thought such a let- 


ter would have a good moral effect 
on those receiving it and result in 
several making payments on their 
accounts. ‘ 

And indeed it did, as will be later 


explained—results, in truth, that 
were far beyond Greene’s fondest ex- 
pectations. 

The letter used was multigraphed 
and filled in individually with the 
customer’s name and address—an 
important point in making use of 
this idea: Seventy of them were sent 
out to a selected list of rather old 
accounts. The copy of the letter was 
as follows: 

“Through the mail this morning we 
received a check, No. 1556, drawn on 
the Atlanta National Bank and pay- 
able to our order, for $5. 

“This check was not signed, and, 
being mailed in one of our return 
envelopes and unaccompanied by a 
letter or note of any kind, we are 
unable to ascertain the identity of 
the sender. 

“Thinking that you may have sent 
this check we thought it best to 


write you this letter regarding it. 
“Please let us know if this check 
should be credited to your account, 
and we will return same at once for 
your signature. 
THE GEORGE MUSE Co.” 


Out of the seventy letters sent, 


forty replies were received in one 
week, and in these forty replies 
there were twenty-three checks. It 
will be interesting to note some of 
the amounts. There was one for 
$56.50 for payment in full, and an- 
other for $50 for part payment on 
an account; a third and fourth were 
for $31 and $30, respectively, a fifth 
and sixth were for $25 and for 
$22.13, respectively. Of the others, 
the amounts were from $15 down to 
$5, and there were several checks 
for the latter sum. 

Furthermore, all the customers 
replying to the letter, with possibly 
two or three exceptions, promised 
payment shortly if they were not 
among the twenty-three who sent 
checks, while two telephoned the 
store and one called personally. 

It is the company’s intention to 
use this plan regularly hereafter on 
old standing accounts. 

Incidentally the sender of the un- 
signed check is still unknown.— 


Reprinted from Motor WoRrRLD. 
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Community Service Increases Sales of 
Garden Tools and Seeds 


UST around the corner from the 
] Barbara Frietchie Tablet in 

Frederick Md., is the Com- 
munity Hardware Co., whose annual 
sales in garden tools and seeds in 
1922 amounted to approximately 
$4,500. The population of this town 
is less than 12,000, and there are 
five other hardware stores in com- 
petition. All of these competitors 


handle seeds and garden tools. 

The Community Hardware Co. is 
a partnership concern owned by R. 
C. Murray and G. H. McGregor. We 
asked Mr. Murray the nature of the 
store’s business in garden tools and 
seeds. He pointed to a sign bearing 
the company name and said: ‘“Peo- 
ple living in Frederick do not call our 
business a company. They say it is 
the Community Hardware Store. 
We try to make it just that—a re- 
tail store established for the com- 
munity, serving it in the best_possi- 
ble manner. 


One Year’s Record 
“Last year we sold about $3,500 


worth of garden tools, and close to 
$1,000 in various seeds, onion sets, 
tomato sets and grass seed. All of 
this business was done with the peo- 
ple of this community. Many of 
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DO YOU KNOW THAT- 
The Community Hardware 


Co. of Frederick, Md. 


Sold $3,500 in garden tools in 
1922? 

Sold $1,000 in seeds during the 
sume period? 

Card’ indexes the gardening 
needs of all customers? 

Sends out weekly sales letters? 
Furnishes immediate motor 
truck delivery? 


—And does it all in a town 
of only 12,000 population. 


eaten evoesnonnnannneynvervanenyveaavangnenennnnanenensonsaneanenoneacannenutgny 


them have small city type gardens 
and some do small truck farming. 
We make the acquaintance of every- 
one who comes in the store, and are 
able to call the majority of our cus- 
tomers by name. That is what we 
consider the true community spirit. 

“We talk gardens and lawns to 
everyone in the early spring. Our 
seed stock is displayed up in the 


front to the left as one enters the 
store. People can’t help seeing this 
display and inquiries naturally fol- 
low. We do not content ourselves 
with selling seeds. Our customers 
are kept informed as to the best 
means of planting, and they are told 
about the other successful gardens in 
this community. We endeavor to 
keep track of our customers’ garden- 
ing activities, and make sure that 
they are successful. In fact, we fol- 
low up our trade and ask about their 
gardens. If their reports are that 
their gardens are failing we try to 
correct the false start we are sure 
they have made. We would even 
send a man to their homes to put our 
customers on the right track. 

“We have learned that the ma- 
jority of people take their gardening 
very much to heart. A successful 
garden brings them a peculiar sense 
of joy. They have helped create 
something worth while from a pack- 
age of pulp. We compliment our 
customers on their fine gardens, and 
they appreciate the interest we dis- 
play. 

Selling Garden Tools 


“Of course, the purchase of seeds 
gives us the opportunity to sell hoes, 
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The Community Hardware Co. displays its seed stock right at its front door, where it 
can’t be missed by those entering the store 


rakes, spades, shovels, watering cans, 
trowels, forks, weeders, and even 
leads to the sale of lawn mowers, 
garden hose complete with reel and 
nozzle, sprayers, and fertilizers. The 
man with a small truck garden often 
raises chickens and this opens up 
another channel for business in feed, 
remedies, drinking founts, sprouters, 
feeders, and other poultry supplies. 
We have also lined up several incu- 
bator sales this way. 

“We find that by taking a real in- 
terest in our community and in the 
welfare of those who live in it we 
are able to make our business grow 
larger each year. We are not in the 
heart of the city, but on the edge, 
and we are striving each day to make 
our store live up to its name as the 
Community Hardware Store.” 

Think this over, you hardware 


dealers in other States. Mr. Mur- 
ray used the word “community” sev- 
eral times, because it is his hobby 
to be of service to his own com- 
munity. He also stated that he and 
his partner made it a hard and fast 
rule to follow the market either up 
or down as soon as he was able to 
scan the market reports appearing 
weekly in HARDWARE AGE. These 
men do this because they feel that 
their community is entitled to such 
attention. 

The Community Hardware Co. has 
two fair sized windows. During the 
spring season one of these features 
seeds, chicken supplies and garden 
tools. The picture shown in connec- 
tion with this article is a fair sample 
of a Community spring window dis- 
play. 

This company has made up a pros- 
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pect card file and a customer’s file, 
Each family is listed on a separate 
eard which contains the name, ad- 
dress, telephone number and nature 
of the available garden space. In 
the middle of March the sales staff 
uses every spare minute calling up 
the customers and prospects on these 
spring items. A weekly sales letter 
is also sent out. Each week two or 
three items are mentioned in this 
letter and an attached circular covers 
the full spring line of seeds, garden 
tools, lawn mowers, lawn rollers, 
garden hose, sprayers and watering 
cans. Two or three special items are 
usually emphasized. Prices are given 
and valuable descriptive data is also 
included. 

Customers are urged to place their 
orders promptly by phone so that the 
store’s truck can make immediate de- 
livery. When not in delivery service 
this truck is parked in front of the 
store as a suggestion of further com- 
munity service. The sight of this 
truck in front of the store has served 
to clinch several lawn mower sales, 
Mr. Murray tells us. The reason for 
this is that people often delay the 
purchase of a heavy article not 
realizing in their sub-conscious 
minds that they will not have to 
carry it home. 


Staff Cooperation 


In addition to the efforts of Mr. 
McGregor and Mr. Murray the firm 
has three salesmen and one driver. 
The driver is being put through a 
course of training in order to equip 
him as a hardware salesman as soon 
as the opportunity arrives and the 
three salesmen are able to sub on 
the truck if it is necessary. Mr. 
Murray believes in giving his sales 
staff proper attention and accord- 
ingly he has them read HARDWARE 
AGE each week and invites their com- 
ments and suggestions for trimming 
the windows. 

He has attempted to create a 
friendly spirit of rivalry among the 
members of his staff in making sales 
and trimming windows and any em- 
ployee is welcome to try a hand at 
window display work or at writing 
advertisements to appear in the 
Frederick newspapers. 





AULT finding is an easy job and 

thousands of people are work- 
ing at it without pay. It takes an 
effort to accomplish things worth 
while. Isaac McCurry illustrates it 
this way: “A dog hitched to a lawn 
mower stopped to bark at a passer- 


Easy to Bark 


The boy who was riding the 
mower said: ‘Don’t mind the dog; 
he is just barking for an excuse to 


by. 


rest. It is easier to bark than pull 
the machine.’ ” 

It is easier to be critical than cor- 
rect. It is easier to hinder than to 


help. Easier to destroy reputation 
than to construct character. Any- 
body can grumble, criticise or cen- 
sure, but it takes a big man to go on 
working faithfully at a constructive 
task. 

—Norman (Okla.) Transcript. 
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Mount Holly Business Men’s Association 


Member of New Jersey State Chamber of Commerce 


How a Live 


To Miss H. Blank, 


Jobstown, New Jersey. 





Business Men’s 


My dear Miss Blank: 


At this time the Mount Holly Business Men's Associa- 
tion in making a survey of the business conditions within 
our town find that your patronage to one of our mer- 
chants, Mr. W. C. Wetherill, has been of such importance 
that we wish to express our appreciation for it to you per- 
sonally. 

We feel there is something more in business transac- 
tions than the mere profit involved. The pleasant rela- 
tionships established, the confidences gained, and the 
satisfaction of services well performed are rewards that 
cannot be measured in dollars, even though they may 
produce them. 

Our Business Men realize this, too, and keep it con- 
stantly before their sales forces; they certainly appreciate 
your many visits and join us in this Mount Holly message. 


Association Put 
Mt. Holly, N. J., 


on the 
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ttuientt 


Business Map 


Sincerely yours, 


MOUNT HOLLY BUSINESS MEN'S ASSOCIATION, 


\ \ 7HAT a live bunch of mer- W. D. Marren, Business Secretary 
chants can do to boost their 

town from a sleepy country 

village into a thriving business cen- 

ter never received a better illustra- 

tion than in the story of the Mount 

Holly (New Jersey) Business Men’s 
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This is the kind of letter that builds business and good will for Mt. Holly 
merchants. Why not try it out in your 
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town? 


Association. 

Mount Holly is a picturesque little 
town of some 6000 inhabitants in the 
very heart of New Jersey. It is the 
county seat of Burlington County, 
but outside of that has no particular 
claim to distinction, or rather did 
not have before the Mount Holly 
Business Men’s Association put it on 
the map. As a trading center it has 
had to face very decided handicaps. 
It is true that it is in the center of 
a very prosperous farming region, 
but it lies midway between and less 
than twenty miles from the big in- 
dustrial city of Trenton on the one 


hand and the great city of Philadel- 
phia on the other. It suffers the fur- 
ther handicap of lying some six miles 
away from the main railroad line. 
In the face of these handicaps the 
business men of Mount Holly, under 
the leadership of one of their most 
progressive merchants, W. C. Weth- 
erill, ably seconded by A. Saltzman, 
another forward-looking retailer, 
formed a credit association. This or- 
ganization was successful from the 
start, but it did not realize its full 
possibilities until two years later, 
when America was forced into the 
great European War. One of the 





Crowd at race track during the 1922 carnival and picnic of Mt. Holly Business Men’s 


immediate results of the declaration 
of war, as far as Mount Holly was 
concerned, was the establishment of 
one of the great war camps—Camp 
Dix—in its immediate neighborhood. 
The camp gave a tremendous impetus 
to Mount Holly trade, but it also had 
a much more enduring result. As 
patriotic citizens the business men 
of Mount Holly were brought to- 
gether in various forms of war work, 
and their experience gave them an 
enormously valuable lesson in the 
worth of cooperation. 

A tangible result was the expand- 
ing of the credit association into the 


Association 
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Business Men’s Association, with 
Mr. Wetherill as first president. This 
association grew and throve until to- 
day it includes not only the entire 
merchant body of the town but its 
ministers, doctors, lawyers, newspa- 
per editors, real estate men and prac- 
tically every other business or pro- 
fessional man. 


The Secret of Success 


The secret of the growth and suc- 
cess of the association lies in the 
spirit in which its members have 
worked; they have had a far broader 
vision than merely an effort to bring 
more trade to Mount Holly. They 
worked for the upbuilding of their 
town, the making of it a bet- 
ter place to live in, a town 
where good citizens would 
be recognized and honored, 
a town of better homes as 
well as better stores. 

A little story of a big 
achievement will best illus- 
trate the kind of organiza- 
tion this association is and 
the kind of spirit that ani- 
mates it. 

On the outskirts of Mount 
Holly lies a wooded hill from 
which it takes its name. 
This hill with the surround- 
ing woodland, an area of 
slightly over thirteen acres, 
was the town’s breathing spot and 
picnic ground. Some real estate 
speculators conceived the idea of 
buying up this land, cutting down 
the trees and building on it. The 
Business Men’s Association learned 
of the project, went down into their 
own pockets for the money, bought 
the whole property and then deeded 
it over to the city as a free gift, to 
be held forever as a public park and 
playground. j 

They did more than this. W. D. 
Marren, the business secretary of 
the association and incidentally an 
unpaid secretary, enlisted the ser- 
vices of the different fraternal or- 
ganizations which have branches in 
the town. He divided the new park 
into sections and allotted a section to 
the local post of the American Legion, 
the Redmen, the K. of C., etc. Each 
organization was asked to make a 
contribution of their time and labor 
in order to clear and beautify the 
section of the park allotted to it. 
Each responded enthusiastically and 
wholeheartedly, with the result that 
Mount Holly has today as fine a city 
park as any city of its size in the 
country. 

This story has a very pleasant se- 
quel to prove that public spirit can 
pay direct dividends. The creation 
of the park has raised the taxable 


have pledged ourselves not to make C 
any kind, nor to Subscribe for Space in any Advertising or Money- 
Raising Schemes, unless the Solicitor submits a 
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value of the surrounding property to 
the amount of $85,000. 


The Annual Carnival 


Among the regular activities of 
the association the most outstanding 
is the great free picnic and carnival 
which is staged every summer in the 
nearby county fair grounds. This 
big event attracts every year from 
15,000 to 20,000 people, including 
practically every actual and prospec- 
tive customer the town might claim 
within an area of fifty miles. A 
notable feature of the event is that 
all business in Mount Holly is sus- 
pended for the big day. Stores and 
offices are closed, and the whole town 


Solicitations Agreement of 


Mount Golly Business Men's Assoriation 


As members of the Mount Holly Business Men’s Association, 
, ERE 
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we 
f 





ns or 


Solicitations Approbal Card 


_ Issued by the Solicitations Approval Committee or authorized Secretary of the 
Mount Holly Business Men's Association. 


Issued to 





This card remains the property of the Mount Holly Business Men's Association and must be returned upon demand 


card protects the merchants from fakes and im- 


posters. It’s a good idea. 


turns out to welcome its guests. The 
program consists of automobile, 
horse, mule and foot races. Prizes 
are donated by the merchants, and 
every year sees the introduction of 
novel features which make Mount 
Holly the talk of the countryside for 
months before and after the event. 
The greasy pole and the greased pig, 
those never-failing sources of fun, 
were features of the picnic last year. 
A distinctive novelty was introduced 
in the shape of a backward race for 
automobiles. This event was won by 
an ingenious contestant who reversed 
the machinery of his car and was 
able to drive it backward in high 
speed. Another novelty was an au- 
tomobile race in which each driver 
was allowed only one quart of gaso- 
line. Our readers can have one guess 
as to the make of car that won the 
race. 

In the evening the town is beauti- 
fully illuminated with festoons of 
colored lights, and a big dance is 
staged in the public square. Every 
precaution is taken to prevent this 
dance being spoiled by the rougher 
element in the town. As one means 
to this end, it is started by the mem- 
bers of the association and their 
wives, and throughout the evening 
the business men of the town act as 
a volunteer police force, but they 
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have never yet been called upon to 
do anything else but volunteer. Not 
a single unpleasant incident has ever 
marred the pleasure of these picnics, 

Among the many excellent things 
which the association has done to di- 
rectly benefit the retailers of the town 
are two which deserve particular 
mention, both due to the initiative 
of Secretary Marren. Every Mon- 
day Mr. Marren makes a tour of the 
stores and finds out what out-of- 
town customers visited them during 
the previous week. He makes a list 
of those customers and at frequent 
intervals sends them a letter similar 
to one which is reproduced on the 
other page. It is easy to understand 
the great amount of good- 
will that is created by these 
letters. Written as they are 
from the Business Men’s As- 
sociation, they are undoubt- 
edly more effective than if 
they were sent out by the in- 
dividual merchant. 

The second notable service 
performed by Mr. Marren is 
in the compiling of a mailing 
list for the common benefit 
of all the merchants in the 
town. He started by collect- 
ing the registration lists of 
all the voters in the sur- 
rounding counties. From 
these lists he made out cards 
showing the name of the voter, the 
number, age and sex of his children, 
whether he was-renter or owner of 
his farm, and, if an employee, the 
name of his employer. To these par- 
ticulars was added any information 
regarding his credit rating which was 
obtainable. 

It is scarcely necessary to point 
out what mailing lists made out in 
this way save the individual mer- 
chant both in money and efficiency. 


Soliciting Controlled 


Another most important service 
performed by the association was in 
putting a stop to the indiscriminate 
soliciting of money, which is such a 
nuisance to retailers in practically 
every town. Nobody is allowed to 
solicit funds for any cause in Mount 
Holly unless they first obtain the per- 
mission of Secretary Marren, who 
carefully investigates every proposi- 
tion so as to decide whether or not 
it is a worthy and legitimate one. 
If permission is granted, the solicitor 
is given an official permit, which he 
must show to every person from 
whom he asks money. No special 
law or exceptional police power has 
been found necessary to bring about 
this highly desirable protection; all 
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Selling Enameled Ware to an Exclusive 


cessful hardware stores in the 

suburban territory about New 
York sells housefurnishings to a 
very high class clientéle. 

The store is that of the Fowler & 
Sellars Co. in White Plains, N. Y. 
Despite the fact that it must com- 
pete not only against establishments 
in its own town and the surrounding 
trading area, but also against the 
big metropolitan stores, this organi- 
zation has steadily grown since it 
was formed nearly thirty years ago. 
It now occupies a five-story and base- 
ment building on the main streets of 
its city and utilizes about 29,020 
square feet of floor space—about 
1000 sq. ft. for each year of its his- 
tory. Not only that, but additions 
are planned which will eventually in- 
crease its space about one-third. 


The Enameled Ware Department 


The Fowler & Sellars Co. has been 
particularly successful with enam- 
eled ware kitchen utensils, and its 
methods with this line may therefore 
be studied as examples of its selling 
ideas, An unusually large percentage 


fee is how one of the most suc- 


Clientele 


Feminine Appeal, 
Display, Service. 
Special Sales and 
Quality Win for 
Fowler & Sellars Co., 
White Plains, N. Y. 


of the customers of the store are 
women—unusually large for a hard- 
ware store. This large percentage 
of women is obtained despite the fact 
that many of the store’s customers 
are of the kind that send their chauf- 
feurs to do their purchasing for 
them. Fowler & Sellars, in fact, 
serves a very wealthy clientéle and 
one that demands the best. This 
means that its kitchen ware as well 
as its other lines must be of the very 
highest grade. 

The enameled ware counters, each 
built up with a number of shelves, 
are placed almost in the very center 


of the floor. It is impossible to get 
very far into the store or to move 
about in it at all, say from one de- 
partment to another, without seeing 
the enameled ware and being struck 
by the effective way in which it is 
displayed. White ware, gray ware 
and the other colored wares are seg- 
regated. A large stock is carried and 
displayed, but it is arranged with 
such a good eye for preportion that 
one sees the individual pieces rather 
than a jumbled mass of utensils. 
This makes it easy to pick and exam- 
ine, and, therefore, easy to buy. 

“The management wants it as 
pleasant as possible for women who 
shop here,” says D. D. Mercer of the 
Fowler & Sellars Co. “If a woman 
comes here herself to buy we are 
very likely to sell her more than what 
was the specific purpose of her er- 
rand, but if a chauffeur is sent he 
never buys more than he has been 
told, unless he happens to see some 
tool that strikes his eye. 

“On the other hand, we offer every 
facility for women to do their shop- 
ping here without coming to the 
store. We have a quick, intelligent 
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girl at the phone who is accustomed 
to take orders and who gets full par- 
ticulars as to precisely what the cus- 
tomer wants. If she is in any doubt 
at all about it she comes and asks 
me. 


Getting Them to “Shop” 


“One principle of this store is to 
get the most out of every woman’s 
visit—we get her to ‘shop’ not merely 
to buy the thing she came to get. We 
therefore try to swing every custom- 
er’s attention from the specific ob- 
ject of her call, say the purchase of 
a lawn mower, to the other depart- 
ments, such as the enameled ware. 
Suppose I am waiting on a woman. 
She has been to our toy department 
on the second floor. On the way down 
I am likely to stop on the balcony 
and, if she is a new customer, ask 
her if she has ever looked over our 
store as a whole. I tell her where the 
different goods are sold and suggest 
some definite purchase to her. If 


she is an old customer I am likely ~b 


to ask her if she won’t look at the 
new stock we have in the enameled 
ware department. Of course, I al- 
ways do this if we are showing a 
special there.” 


Real Sales Held 


Fowler & Sellars’ policy on the fea- 
turing of specials and sales is of par- 
ticular importance. “These are not 
frequent,” says Mr. Mercer, “but 
when we do have sales we try to offer 
really unusual values so that our 
sales will really mean something to 
our trade. For instance, when we 
are holding a dollar sale I am likely 
to get together just a dozen or so 
things, each of which would ordinar- 
ily sell for $1.50 or even more. In 
such events I would include an enam- 
eled ware saucepan that we ordinar- 
ily sell for that amount. Putting 
this on sale for $1 means that we 
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are giving our customers a chance 
to get a good saucepan at substan- 
tially below its real value. At our 
last dollar sale-I put in some foot- 
balls that would have been good 
value at $2. Selling them for $1 
closed them right out. 

“Sales of this kind, at which genu- 
ine bargains are offered, do not 
cheapen a store’s reputation as does 
a long sequence of sales and ‘specials’ 
that amount to nothing at all and 
that merely’ disappoint customers 
who are looking for real reductions.” 

The Fowler & Sellars Co. advertises 
regularly in the White Plains daily 
newspaper and has found enameled 
ware a consistently good “leader.” 
Its ads are three columns wide and 
are ordinarily run on alternate days, 
but occasionally other space is used 
as well. 

The windows are one of the most 
important features of the _ store. 
There are two of them looking out on 
Main Street, which is not only the 
rincipal business thoroughfare of 
White Plains but so far outshines the 
others as to be almost the only one. 
The Fowler & Sellars store is on one 
of the busiest parts of that street, so 
that shoppers almost inevitably see 
its windows, whether or not they 
contemplate purchasing anything 
there. 


Special Window Displays 


Special displays of enameled ware 
are put on about six times a year and 
remain in the window for a week or 
longer. But the total length of time 
that enameled ware is shown in the 
windows is much longer than that, as 
it is almost constantly being em- 
ployed in connection with other dis- 
plays. Enameled ware always gives 
a homelike and “real” appearance to 
a window which: attracts the house- 
wife. For instance, in the Thanks- 
giving display which occupied one of 
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the two big windows, there loomed 
up large the traditional Thanksgiv- 
ing turkey—this time made of papier 
maché, however—and at its side was 
the enameled ware roaster, which is 
needed to make the gobbler a suc- 
cess. 

This is a typical instance of the 
manner in which the Fowler & Sel- 
lars Co. is selling enameled ware to 
its customers—by displaying it, by 
advertising it, by giving it a timely 
twist, by showing it on counters in 
a prominent place in the stcre. The 
customer is never permitted to for- 
get about enameled ware; new ways 
are continually being found to urge 
it and to put it forward. The cus- 
tomers of this store can afford to 
buy the best—there are few of them 
that purchase: strictly on a_ price 
basis. For this reason the concern 
is especially anxious to sell them 
enameled ware, for enameled ware 
customers are satisfied customers. 


Impressing the Customers 


The ideas which are selling enam- 
eled ware in the Fowler & Sellars 
stores are those which are selling all 
of the other many items. The atten- 
tion devoted to that is typical of the 
way this store does business. Per- 
haps that is the best possible expla- 
nation of the establishment’s success 
—each department and every line in 
every department is pushed as 
though it were the only thing that 
the store sold, and yet pushed with 
dignity, intelligence and restraint. 
No exaggerated claims are made for 
the merchandise, for the merchandise 
is first quality to begin with and no 
more need be said for it. But the 
customers are never allowed to for- 
get and are told and retold in every 
possible way of the true value and 
uses of the goods. And the con- 
tinued growth of the Fowler & Sellars 
store proves that this policy pays. 


Signposts to Success: Self-Control 


EARN self-control! 


You need never hope to become a great busi- 


that he probably would not divulge had he remained 


master of his own emotions. 


ness woman—or man even, for that matter—until 
you have developed the ability to control yourself. 
When you allow another individual to make you 
angry, so angry that you show your frame of mind, 
you are permitting this person to dominate you and 
drag you down. 

If you have followed the newspaper stories of 
great legal battles, from time to time, you will real- 
ize, if you stop to think, that one of the first things 
a really shrewd lawyer does when he starts to ex- 
amine a witness is to cause the witness to lose his 
temper, knowing that when he becomes thoroughly 
angry he will lose his self-control and tell things 


In order to control conditions you must first mas- 
ter yourself. 

Be slow to anger, slow to express unpleasant opin- 
ions concerning those about you. 

Self-control is constructive. It helps you to build 
character, success, happiness. Lack of self-control 
is destructive. If you cannot control your emotions 
and acts you cannot hope to control your destinies, 
to influence or dominate others. Consider what this 
means to you. 

Practice self control, then, realizing that it is one 
of the most important stepping stones in the road 
to success. 
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Atypical True & 
Blanchard radio 
window 


Turning the Radio Stock Once a 


HOSE who are familiar with 
the short history of radio- 
phone broadcasting still mar- 
vel at the speed with which the radio 


interest swept the country. It is 
only a short time ago—Nov. 2, 1920, 
to be exact—when KDKA, the first 
radio-phone station in the world, be- 
gan to send daily, schedu‘ed radio- 
phone concerts. The little spark of 
KDKA, going out from Pittsburgh, 
was fanned into a flame that swept 
around the world. Within six 
months after the starting of broad- 
casting on a regular schedule, mil- 
lions were interested in radio, and 
hundreds of new stations were being 
established. 

About forty years ago the business 
of the True & Blanchard Co., Inc., 
Newport, Vt., was started. It has 
developed into a prosperous, pro- 
gressive, efficiently organized con- 
cern. It has always been the policy 
of this firm to serve its patrons and 
to keep up with the times—to be 
progressive. The management has 
endeavored to install new lines when 
they were new, consequently it is 
only natural that this store was one 


By R. T. ALBEE 
Radio department, 
True & Blanchard Co., Inc., Newport, Vt. 





of the first to see the possibilities 
of radio and to take it up. The up- 
to-date hardware man wants to keep 
to his slogan, “Everything in hard- 
ware,” and he is having a rather 
breathless time keeping pace with 
events. No one knows what it may 
be tomorrow—but today it is radio! 

America’s newest fad is no longer 
a fad; it has already developed into 
one of our greatest industries. 
Everybody wants a radio set, every- 
body wants to “listen in” to the 
speeches and music being broad- 
cast from the big radio stations 
throughout the country. Radio, we 
find, is logically within the province 
of the hardware merchant. It seems 
obvious that radio apparatus and 
equipment should come under the 
general heading of hardware. 

True & Blanchard Co., Inc., started 
in the radio business on a compara- 
tively small scale. At first we pur- 
chased only a few parts and devoted 
most of our energies to merchandis- 


True & Blanchard 
Co., Inc., Newport, 
Vt., Did This in 
December, 1922 
—Expect Nine 
Turnovers 


for 1923. 





Month 


ing the complete receiving sets. 
We found that the preference of our 
customers was and is toward the 
complete outfit. In the matter of 
separate parts for radio apparatus 
we have tried to keep our stock down 
to the minimum consistent with good 
service. There are and always will 
be many amateurs who prefer to 
make their own outfits and for this 
class of people it will be necessary to 
carry the necessary supplies. 

Our activities have been confined 
to one or two lines of equipment at 
the most, specializing upon good ap- 
paratus at reasonable prices rather 
than inferior stuff at cheap prices. 
For parts we carry all the staple 
items such as galena crystals, “B” 
batteries, “A” batteries, serial equip- 
ment, headsets, rheostats, plugs, 
transformers, tubes, loud speakers, 
etc. We are distributors for a well 
known and reliable make of receiving 
set and are not endeavoring to sell 
any other than this. Before taking 
on this line of sets we investigated 
the field pretty thoroughly and tried 
out various types in our radio room. 
After testing out several we finally 





52 


selected one standard receiving set 
as the most efficient consistent with 
moderate price. For Vermont and 
the vicinity we have found that the 
regenerative receiver is the most 
efficient. Due to our distance from 
the large broadcasting stations crys- 
tal receivers cannot be used. 

Instead of a set comprising a dozen 
dials or switches, we find that our 
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than his small set allows. He comes 
back for additional apparatus. We 
know that radio has been the basis 
of larger business in our other de- 
partments as well, especially along 
the electrical line. Radio has brought 
them in and our other departments 
have profited as the result. 

If a customer wants a set installed 
we can install it for him, but we 
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advance by the large broadcasting 
stations and the writer of this article 
also has charge of the radio column 
for the same papers. 

From time to time we send out 
radio literature and advertising ma- 
terial to both our retail and whole- 
sale trade. Of course all of these 
things give us a great deal of pub- 
licity. During the World’s Series 

games in New York last fall 








ws We 


True, president of True & Blanchard Co., Ine., 





Hardware Dealers Assn. “listening in” with Mrs. True 


customers want a simple apparatus 

which is not hard to “tune.” 
Selling radio apparatus seems to 

be a good deal easier than selling 


other hardware lines. It is only nec- 
essary for a prospect to listen in once 
and he is “sold.” We have a radio 
set erected in our store and have it 
ready for demonstration purposes at 
all times. We use both headsets and 
a powerful amplifier and loud speak- 
er for demonstration purposes. Our 
sales of radio have not been confined 
to the boys or young men. The 
strongest radio enthusiast is the sub- 
stantial man of family and means, 
who finds that he can sit comfortably 
in his own home, with his pipe and 
newspaper and “listen-in”’ to his 
favorite political speaker, vaudeville 
actor or musician. 


Plenty of Repeat Business 


We find that the first sale of radio 
apparatus is by no means the last. 
When a man has purchased one of 
our low-priced sets he is delighted 
with the results he obtains and con- 
sequently desires to cover more area 


suggest that he install it himself for 
there is really not much to it. One 
does not need to be an electrician or 
know anything about wireless to do 
this. d 

The head of this department (in 
our store) has a good knowledge of 
radio and knows how to select and 
buy his stock—the kind that will be 
salable in this territory. We also 
have one assistant. The other mem- 
bers of our sales force have been in- 
structed concerning the various kinds 
and types of apparatus so they are 
qualified to render good service in 
this new line. 


Advertising This Line 


We have and are carrying on an 
efficient and scientific advertising 
program on radio. Regular adver- 
tisements are run in the weekly and 
daily newspaper in this vicinity and 
in several of the papers throughout 
this State. As we are distributors 
our business is State wide and neces- 
sitates a great deal of advertising. 
We furnish the local papers with the 
radio programs as given out in 


and former president of the New England 


we installed a radio set in 
one of our windows and gave 
the results of the games as 
played. The voice of the 
man on the Polo Grounds in 
New York was plainly heard. 
Again after the November 
elections we installed a pow- 
erful amplifier in front of 
our store and the complete 
election returns were given 
to large crowds which con- 
gregated in front of the 
store and on the street. The 
voice of the person speaking 
in Schenectady, N. Y., was 
plainly heard a great dis- 
tance. All of these stunts 
have helped to create sales 
and publicity. 


Nine Turnovers a Year 


Our radio business has in- 
creased to such an extent 
that we have estimated that 
at the present rate we will 
turn our stock about nine 
times this year. During the 
month of December just 
passed our stock was approx- 
imately “turned” once. We 
anticipate that radio will be one of 
the most active selling lines this 
year. From an obscure corner in the 
electrical goods department, where 
the first consignment of radio appa- 
ratus was placed, our radio stock has 
been moved to another conspicuous 
part of the store where it is enjoying 
the space it deserves. 


Buying, Selling and Service 


Radio is bound, like any other 
business, to yield the highest divi- 
dends to those who put the most into 
it. We find that successful retailing 
of radio depends upon careful buy- 
ing, selling and service. The radio 
business is, however, no gold mine. 
This business requires effort and a 
little knowledge. It is strange to us 
how any hardware dealer can ignore 
radio achievements, for they are 
brought to his attention every day. 
Through the daily practice of broad- 
casting the public is. becoming inter- 
ested and it is only natural that we 
should expect a tremendous distribu- 
tion of merchandise along these lines. 
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Who Reads Your Ads? 


you give an advertising contract to a news- 
paper? 

Are you influenced mainly by the number of sub- 
scribers which the newspaper claims? 

Do you ever stop to consider who those subscrib- 
ers are, what influence the paper in question has 
with them, and what proportion of them is going 
to be interested in your message? 

Do you give any thought to the kind of things 
the newspaper stands for, its influence among your 
fellow citizens as a constructive or destructive force? 

How much do you allow yourself to be swayed 
by the personality or the cleverness of the advertis- 
ing salesman who offers you the contract? 

We think we can show you that the answers to 
these questions are far more important than you 
may imagine, more important to you not merely as a 
merchant, but as a citizen and a patriotic American. 
Before, however, we consider the replies to such 
questions we want to presént a little background for 
your consideration: 

The merchants of any city, town or village are 
always the most important factor in any movement 
which has for its purpose the upbuilding or im- 
provement of their community. 

Side by side with the merchants stand the news- 
papers, and these two great forces of public opinion 
are so closely connected, so intimately bound to- 


W HAT do you, as a merchant, consider when 


gether by mutual interest that it would seem the 
most natural thing in the world to find them working 
together in the fullest and frankest cooperation. 
Unhappily this recognition of joint interest is far 
from as common as it ought to be. 

The success of any newspaper depends, of course, 


on the amount of its advertising. Under modern 
conditions it is impossible to publish any kind of 
publication and depend solely or in any great part 
on revenues obtained from subscriptions. Where 
the newspaper is concerned that means that its life 
hangs on the advertising support it receives from 
its local merchants. 

Now we can get back to our original question: 

What do you, as a merchant, consider when you 
give an advertising contract to a newspaper? 

If you answer that question perfectly frankly 
we are afraid that in most cases you will say: 

“Oh, I advertise in the papers that have the big- 
gest circulation and I expect the amount of my 
advertising is a good deal influenced by the clever- 
ness with which the advertising salesman presents 
his case.” 

Bluntly, we do not consider any answer of that 
kind worthy of a good citizen or a good business 
man. 

Looking at things just from the business point 
of view, let us take this question of circulation first. 
We will start with the flat statement that the number 
of subscribers a newspaper has is no proof as to its 
influence or desirability as an advertising medium. 


A little reflection will show the truth of this state- 
ment. In practically every big city of the country 
there are newspapers which have built up enormous 
circulations by deliberately appealing to the lowest 
and most ignorant classes in the population. Their 
recipe is always the same: Plenty of illustrations 
for the thousands who read with difficulty, if at all; 
lurid and exaggerated accounts of crimes and scan- 
dals for the morbid-minded; sex stories and articles 
which keep just far enough from open obscenity to 
escape the law; skillfully written editorial appeals 
to the radical and Bolshevist element which always 
exists in a big city, appeals deliberately calculated 
to inflame class prejudice, hatred, envy, and every 
other destructive and revolutionary emotion. 

The merchant who advertises in these papers will 
get numbers all right, but he will get neither quality 
nor purchasing power. 

From the point of view of good citizenship, the 
situation is more serious. It is useless to shut our 
eyes to the fact that there has been a great and seri- 
ous spread of the Bolshevistic spirit in America in 
recent years. There are formidable masses of people 
in this country who have never been Americanized, 
who have brought here the ignorant prejudices, 
the crazy social and economic heresies, the spirit of 
revolt and destruction which was part of their heri- 
tage in other and less happy lands. It is a deplor- 
able fact that there are many American newspapers 
which, for utterly selfish reasons, do not hesitate to 
capitalize this spirit of unrest and discontent. Yet, 
though they attract readers by the millions, these 
newspapers must, and do, depend for their real sup- 
port on that very class of substantial and patriotic 
Americans who have most to lose from any anarch- 
istic outbreak—the merchants. 

The practical answer to this situation obviously 
lies in a more careful and thoughtful policy on the 
part of the merchants in regard to their advertising 
patronage. Both as business men and as Americans 
they should give the most thorough consideration 
to the character and purpose of the publications 
which their money supports. They should ask them- 
selves what kind of people these publications appeal 
to, what kind of work they are doing—constructive 
or destructive—whether they are loyal supporters 
of American institutions and principles or the re- 
verse, whether they are helping to upbuild the. com- 
munity or wreck it. 

This is a very different thing from the unfortu- 
nate and ill-advised attempts which are sometimes 
made by advertisers to compel publications to take 
some stand on public questions simply because such 
a stand meets the personal views of the advertiser. 
Advertisers have absolutely no right to attempt to 
dictate the editorial policy of any publication, and 
any editor worth his salt will promptly resent such 
attempts. But an advertiser has not merely a right 
but a duty to see that his money is not being used 
for the spread of un-American principles and for 
the propagation of false and revolutionary ideas. 
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Poster Alphabet 


An example of effective lettering 


HERE are many hardware 
ig stores paying a yearly rental 

of $6,000 and over and where 
such a condition obtains each depart- 
ment is called upon to do its share in 
meeting this overhead expense. 
Every effort must be made to make 
the goods sell and all means and 
methods must be utilized. Show 
windows are a tremendous asset to 
any retail store and the man who has 
charge of the window displays has a 
great responsibility and a real oppor- 
tunity. His work, to a certain 
degree, reflects the policy and activ- 
ity of the store. It is his duty to 
make every available square inch of 
the windows a paying investment by 
attractive displays of seasonable 
merchandise, 

Increasing Demand 

The ever increasing demand for 
show-cards and price tickets clearly 
demonstrates the fact of their silent 
salesmanship power. Show-cards 
and price tickets have found their 
place even into the most exclusive 
shops. They not only tell the shop- 
per what he or she desires to know 
but have a direct and compelling 
power to draw a 
customer into the 
store. 

These simple in- 
structions in the 
art of writing 
show-cards are in- 
tended for the 
seriously minded 
hardware clerk 
who is willing to 
put in a little ex- 
tra work after 
hours, and_in- 
crease the _ busi- 
ness of his em- 
ployers and nat- 
urally his own 
salary. The 
writer has spent 
many years apply- 
ing himself in 


er 
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of the 


By JOSEPH BERTRAM JOWITT 


this line with one thought in view— 
fool proof instructions in show-card 
writing from the retailer’s angle. 
This is only possible when the writer 
places himself in the beginner’s place 
and leaves out the so called mysteries 
and all unfamiliar technical phrases. 

These articles are not composed of 
just pictures of alphabets and fin- 
ished show-cards but are actual les- 
sons describing each alphabet in in- 
stallments of seven or more letters 
and showing the construction of each 
letter by the different, single, ele- 
mentary strokes. Without these 
elementary instructions the reader 
might just as well try and copy the 
ordinary type in the magazines or 
newspapers. 

Practice Essential 


All first attempts at show-card 
writing are naturally awkward. For 
this reason the beginner should con- 
centrate his practice work on the 
basic strokes shown on the bottom of 
the alphabet plate until he acquires 
what is know as the “feel” of the 
brush. The three upright strokes 
under the capital letter P are just 
the width of a single stroke of a No. 


OSL VANY 
CSET AMIXXY 
ppqirr ‘steliuwiaxys 


This chart includes the final letters of the poster alphabet with practice strokes in detail 
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Cony ce ine of 


Stanley 


| 
arpenters 


Tools 


nds Ni, Oor 


Few words but exceptional balance 


12, red sable, show-card brush and 
are the first strokes taken in making 
the letters P, R, T and U. 

Making the Loop 

The next practice stroke is a small 
loop, made from left to right as the 
arrow indicates. This loop is used 
in constructing the letters B, P and 
R. The way to make this is to hold 
the brush as you would a pencil. 
Begin with the tip end, after it has 
been dipped in the ink and worked 
to a flat chisel edge shape on a smooth 
piece of cardboard. The _ widest 
part of this loop stroke is made 
by applying a very gentle and grad- 
ual pressure on the brush. The 
under part of loop is reduced to thin- 
ner proportions by gradually releas- 
ing the pressure on brush and at the 
same time swinging it around. All 
this is done while the outside palm 
of the hand rests on the card or 
surface to be lettered. Letters for 
practice work should not be over 2 to 
3 in. in height. 

The letter S in this poster type 
is probably the most peculiar looking 
as it is practically made up-side- 
down. The letters V, W, X, Y and Z, 
are known as the 
angle stroke let- 
ters. It is only 
necessary to rule 
two _ horizontal 
guide lines’ in 
making the lower- 
case poster letters 
because there is 
no limit to the 
distance they may 
extend above or 
below the guide 
line. 

The show-cards 
illustrating this 
article are one- 
half sheets meas- 
uring 14 by 22 
in., the stock is of 
light gray, the let- 
tering is done in 
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Carter’s white ink and the shading 
of letters in dull black. Use the 
same size brush for shading as is 
used in making the letters. Do not 
run the shade so that it will touch 
the letters, but keep away at least 
1/16 in. and the black shading will 
make the white lettering stand out 
as if raised. 


Importance of the Margin 


In designing or laying out a show- 
card the margin is the first thing to 
consider. On a one-half sheet be 
sure to allow at least 114 to 2% in. 
all around the outside edge of card, 
and remember that the wider the 
margin the better the effect. It is a 
mistake to try and feature too many 
words in large type. Small lettering 
with plenty of open space and width 
between the lines will be easier to 
read than a card crowded with large 
type. Notice the card featuring 
“Spring Housefurnishing Sale.” At 
the top is an attractive picture of a 
house cut from a magazine and 
pasted on card, and at the bottom of 
card the story is fully told with the 
words “Everything for the Home.” 
There are only eight words on this 
card and still it is complete and may 
be read at a glance. 

Advertising men understand the 
value of white space in the prepara- 
tion of copy. Crowded advertise- 
ments produce a depressing effect 
upon the reader and the same effect 
is produced by a show card that has 
a maximum of letters and a minimum 
of margin and space between letters. 
With this in mind, always make it a 
point to avoid congestion of words 
and letters. 

After the outside marginal line has 


Sori ing 
House 


Farnishin 
*Sale 


Everythin 
for the ching, 


Note the balanced lettering 
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6Demonst rat royal 


Cu ES 


Vacuum &.. 
Cleaner ', Sas) 


nh) / ry 

ere gets the 
Dirt’ 
ae 


Die 


% 


An excellent example of the possibilities of the poster alphabet and illustrations 


been drawn around the card the next 
step is to draw a light pencil line 
through the center. This will help 
to divide words equally and the card 


will be better balanced. The pencil 
lines may be erased with art gum 
when the lettering has been com- 
pleted. 





How a Live Business Men’s Association Put Mt. Holly, N. J., 


on 


the Business Map 


(Continued from page 48) 


that was necessary was every mer- 
chant and business man in the town 
should pledge himself not to give 
money to any person who could not 
show a permit card. 

The association held its annual 
banquet a short time ago. Every 
merchant and business man in the 
town attended the banquet, and the 
spirit in which they met was suffi- 
cient evidence of the kind of organ- 
ization they have created and the big 
asset it is to Mount Holly. One of 
the worst snowstorms in many years 
struck the town early that day and 
was raging when the hour of the 
banquet arrived. 

The next morning the sun was out 
doing his best to fool the inhabitants 
into believing that spring had ar- 
rived. Before he got on the job, 
however, the street cleaners had been 
busy and the sidewalks of Mount 
Holly were as clean and dry as if no 
snow had fallen all winter. When 
we say street cleaners we do not 
mean a corps of city-paid employees. 
The town has hardly got to that stage 
yet. The sidewalks were swept clean 
because of the energy and pride of 
each individual store owner and 
housekeeper, each doing his bit for 
the sake of all. That little job was 
a true sample of the spirit of Mount 
Holly. 

Incidentally, talking about side- 
walks, there is a little story con- 


nected with them which is just one 
more illustration of the kind of way 
and the kind of spirit in which the 
Mount Holly Business Men’s Asso- 
ciation operates. Some time ago the 
New Jersey Highways Commission 
paved a half mile of one of the town’s 
main streets. Under the New Jersey 
laws the State takes care of the main 
roadways, but the sidewalks must be 
cared for by the towns and cities. 
When this particular half mile had 
been paved, Mount Holly had no 
funds with which to take care of its 
sidewalks. The Business Men’s As- 
sociation promptly stepped in, raised 
the needed funds, did the paving and 
waited months before the town could 
reimburse them. 

With such an organization on the 
job every day in the year it is not to 
be wondered at that Mount Holly is 
one of the cleanest, prettiest and most 
attractive towns of its size in the 
State. Its stores are up to date, 
fitted with modern equipment, with 
spotless and well-trimmed windows, 
and a healthy rivalry exists between 
its merchants to see which can do 
most for his town, which means, in 
the end, which can do most for him- 
self. 

Show me your company and I will 
tell you what you are, ran the old 
adage. It would be equally true to 
say: “Show me your merchants and 
I will tell you what kind of a town 
you have got.” 
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andling the Gasy Customer 


LL stores are alike in one respect at least. 
A They all have certain customers that display 
specially prominent characteristics. Talk with 


any merchant and he will tell you of big buyers, 
cautious buyers and tightwads. He will call to mind 
cranky customers, arrogant customers and customers 
who never seem able to make up their own minds. 
He will also pick out several whom he designates as 
easy customers. 

In the old store where I received my early hard- 
ware training we had the same types and some that 
I haven’t mentioned. There was one particularly 
disagreeable female who kept us all on edge. You 
could tell when ‘she entered the door by the rush of 
clerks to the rear. Every man who could dodge her 
without being caught did so, and I was no better 
than the rest. However, the peculiar part of it all 
was that she always got the best price and the maxi- 
mum of service. Fear of her sharp tongue put a 
premium on disagreeableness. 

In direct contrast to this customer was a lady 
who came in regularly for her hardware wants. If 
we were busy she waited patiently until we went 
through, then gave her order in a pleasant manner 
and paid cash for her purchases. We got to taking 
her trade for granted, and while we never did any- 
thing in particular to slight her, she didn’t always 
get the immediate attention or careful service to 
which she was entitled. It is a natural thing to 
presume on good nature. One day she came in while 
one of the boys was busy marking goods. He didn’t 
mean a thing out of the way, but he just kept on 
with his marking until he had finished the lot, then 
started over to take her order, but she was gone. 
And that was not all, she never came back. Well, 
naturally, the manager noticed her absence and com- 
mented on it as a strange thing. Later the true 
story of it all seeped back to us. She had noticed 
an apparent lack of promptness and service, and 


that last visit was the straw that broke the camel’s 
back. 

Well, the boss heard of it, and that night we had 
our first store meeting. What he told us will linger 
long in our memories. “We make our money from 
our friends,” he said. “Our enemies don’t trade 
with us. We hold our business by handling good 
merchandise at right prices, and by giving courtesy 
and service. Our customers can buy the same goods 
we sell in a hundred different places and at the 
same prices. Our advantage then must lie in cour- 
tesy and the service. We are going to pay more 
attention to the easy customers. From now on I 
want you to treat every customer who comes in with 
the same courtesy, attention and consideration you 
give to a wealthy prospect the first time he enters 
the store. I don’t want you to take anything or any 
one for granted. Remember our easy customers will 
be just as easy for some one else if the right oppor- 
tunity presents itself. What we want is not easy 
customers, but satisfied ones—customers who like us 
and our service so well that they are glad to buy 
our goods in order to meet us and get the service. 
The next man I see neglecting an easy customer will 
be out of a job. I mean it boys. The meeting is 
adjourned.” 

There isn’t much more to tell. Business increased 
25 per cent that year, and profits were good. 

Just a little tin as a clincher. If you really want 
to know how your store stands on the treatment of 
easy customers, check up on the people who have 
been trading with you for a year or more. Then get 
a list of all the customers for that year. The per- 
centage of loss will answer your question. 
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Better Merchandising, Insurance and Retail Sales- 
men Also Discussed at Fullerton, Feb. 27-28 
—E. F. Harford Elected President 


association of over 440 members, 
or about 90 per cent of all the 
available dealers in its territory. It 
has a bunch of live, energetic officers, 
including a secretary who knows his 
work and does it efficiently. It is a 
high grade, working organization, and, 
as was to be expected, its convention, 
neld at Fullerton, Cal., Feb. 27-28, was 
fully on par with any held in the 
country. There was a good attendance 
with more than the average interest 
in the work at hand, and the sessions 
were never allowed to lag. Much of 
the time was devoted to general dis- 
cussions in which the entire membership 
participated. Then there were the 
visitors from the East, Herbert P. 
Sheets, secretary of the National Re- 
tail Hardware Association; Llew S. 
Soule, New York, editor of HARDWARE 
AGE, and George M. Gray, Coshocton, 
Ohio, secretary of the Ohio Hardware 
Mutual Insurance Co., who delivered 
the scheduled addresses of the program. 
They are boosters, those Southern 
California merchants, and they believe 
whole heartedly in Southern Califor- 
nia, but they are also boosters for 
their State and the entire Golden West. 
They proved it when they whole 
heartedly indorsed the plan of inviting 
the National Association to hold the 
1924 Congress in San Francisco, and 
pledged their assistance in making it a 
success. All they ask in return is that 
after the sessions are over the dele- 
gates play for a few days in the won- 
derful nation’s playground of Southern 
California. Little need to worry—you 
couldn’t keep them away from Los 
Angeles with a club. But—to get back 
to business. This is how the convention 
functioned. 
The opening session started out in 
the regular form with President Hurum 


GS sssociation California has a live 


E. Reeve in the chair and actively on 
the job. There was an impressive in- 
vocation by Rev. T. H. Walker, the 
customary singing of “America,” and 
then President Reeve launched into his 
address. 

Reeve has made the Southern Cali- 
fornia Association a good president. 
His address proved it, as he told of his 
various activities during the year just 
ended. He is also a_ progressive 
thinker, as was evidenced by his keen 
analysis of existing conditions. “In 
many communities,” he said, “there are 
too many stores and this constitutes 
a problem to be carefully studied by 
both retailers and wholesalers.” He 
expressed the view that the jobbers 
should advise against the opening of 
new stores unless careful investigation 
revealed their need. He further stated 














Secretary H. L. Boyd 


that some communities in Southern 
California are growing so fast that 
the merchants find themselves under- 
financed and have difficulty in keeping 
up with the rapid growth. Mr. Reeve 
was emphatic in stating that those 
dealers who take an activé interest in 
their association are leaders in their 
individual communities. He closed with 
a tribute to Secretary Boyd for his 
successful efforts durng the year. 


Secretary’s Report Reveals Progress 


Next came the report of Secretary 
Boyd, which revealed the striking prog- 
ress of the association during the past 
year. The report revealed a member- 
ship of 440 retail dealers, representing 
483 stores, and also brought out the 
fact that the secretary had personally 
visited 75 per cent of his members dur- 
ing the year. Mr. Boyd brought up 
the matter of mutual insurance, advis- 
ing the members to get solidly behind 
it. He told of the information depart- 
ment maintained by his office, and urged 
the dealers to make greater use of it. 
His report was full of good sugges- 
tions, including the establishment of a 
widows’ and orphans’ fund similar to 
that adopted by the convention at San 
Francisco the week before. 

He advocated the holding of an ex- 
hibit in connection with the convention, 
beginning next year, and advised hold- 
ing the convention in Los Angeles. 

The secretary made a plea for the 
organization of more local clubs as a 
means of keeping the dealers interested 
in association work. He closed with 
a recommendation that the association 
work whole heartedly to get the Na- 
tional Association to hold its annual 
Congress in San Francisco in 1924. 

At the close of the secretary’s report 
the various suggestions were discussed 
by the members, and a committee was 
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appointed to investigate and report on 
the proposed widows’ and orphans’ 
fund. At a later meeting it was de- 
cided.to give the plan a trial. 

The question of an exhibit was also 
taken up and it was definitely decided 
to hold one in Los Angeles next year. 
In conjunction with this it was de- 
cided to hold the regular annual meet- 
ings in Los Angeles, with the mid-year 
meetings in the smaller towns. The 
balance of the session was devoted to 
a question box discussion on credit 
and collections. 


Some Pointers on Better Merchandising 


The first speaker of the Tuesday 
afternoon session was Secretary Her- 
bert P. Sheets of the National Retail 
Hardware Association, who talked on 
“Better Merchandising.” His talk dealt 
primarily with the cost of distribution, 
which he declared to be one of the most 
pressing of business problems. He gave 
214% per cent as the average cost of 
doing business among retail hardware 
merchants, and approximately 20% per 
cent as the average cost for wholesal- 
ers. “The similarity of wholesale and 
retail costs seems illogical,” he said, “as 
it certainly should not cost the whole- 
saler, who is supposed to distribute in 
quantities, within 1 per cent of what 





Left: George W. Anderson, second 

vice-president, El Centro;; right 

Wiliam H. Onions, first vice-presi- 
dent, Los Angeles 


it costs the retailer to distribute single 
items.” “Is it possible,” he queried, 
“that retailers are demanding too much 
service of the jobbers, and are thus 
responsible for the excessive cost of 
wholesale distribution ?” 

He brought out the fact that in turn- 
ing his stock only about two times a 
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year the hardware merchant is not 
making his capital work as it should. 
To increase turnover, he advocated the 
elimination of dead stock and duplicat- 
ing lines, the reduction of slow moving 
goods, and careful, frequent buying. 


Gray Gives Good Advice on Insurance 


The second speaker of the afternoon 
was George M. Gray, Coshocton, Ohio, 
secretary of the Ohio Hardware Mutual 
Insurance Co. and a member of the 
board of directors of the National Re- 
tail Hardware Association. Mr. Gray’s 
talk dealt with insurance problems, and 
was replete with things the dealer 
should know about his insurance. He 
explained the difference between mutual 
and stock companies and compared 
their safety features. He then took up 
the matter of uniform policies and 
warned the merchants to see that their 
policies were all on the proper forms, 
and that all were concurrent. With the 
aid of a blackboard he carefully ex- 
plained the 80 per cent co-insurance 
clause, showing how the insured be- 
comes a co-insurer under certain con- 
ditions and has to pay a part of his 
own insurance in case of fire. In clos- 
ing he gave much good advice regard- 
ing the care to be used in preventing 
fires, and the proper procedure in case 
a fire does come. 

A general discussion followed Mr. 
Gray’s talk, which was one of the most 
interesting of the session. 


Llew Soule Talks at Banquet 


Tuesday evening was given over to a 
banquet in the Masonic Building, with 
a wonderful dinner and a delightful 
program, including singing, vaudeville 
stunts and a general good time. The 
principal address was delivered by Llew 
S. Soule, editor of .HARDWARE AGE, 
and dealt with “The Human Side of 
Business.” Mr. Soule brought out the 
business value of such things as good 
fellowship, smiles and hand shakes. He 
divided business men into three classes, 
the indifferent ones, the doers and the 
masters, and interpersed his more seri- 
ous talks with humorous stories of the 
various types. He advocated more 
community development, greater co- 
operation among merchants and a more 
kindly, human interest in the men who 
work behind retail counters. 

The Wednesday morning session was 
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devoted principally to discussions of 
problems vital to the dealer, in which 
all the members took part. There was 
a lively half hour given over to local 
clubs and the general opinion was that 
the local clubs were good places to 
boost the things of interest to all, but 
were not places for, as one member 
expressed it, “the washing of dirty 
linen.” 

Another subject taken up was “What 
Is Profit, and How to Make It.” 











Fred Griebenow and W. 8S. Hull of 
the Sierra Madre Hardware Co., 
Sierra Madre 


The principal address of the closing 
session was that of Llew S. Soule, 
editor of HARDWARE AGE, and dealt 
with the new era which business is 
now facing. Mr. Soule likened the 
merchant to the dynamo which runs the 
business, and the retail salesmen to 
the live wires which carry the current 
and make the contacts. These con- 
tacts are weaker than they should be, 
he said, because merchants have not 
more generally helped their employees 
to get more knowledge of the goods 
they sell and more insight into the 
business. He introduced a table show- 
ing how the average man behind the 
counter spends his time and gave sug- 
gestions on how he can be helped and 
educated to a point where he will do 
more actual selling. He advised deal- 
ers to so arrange their stocks as to 
make it easier for the salesmen to do 
their work intelligently. He advocated 
store meetings and urged dealers to 
allow their men to come into closer 
personal contact with the traveling 
salesman as a means of increasing their 
selling ability. By means of a black- 
board he illustrated the investment 
which the clerk represents, and showed 
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Some of the ladies who attended the Southern California Convention 


how his failure costs the merchant from 
$300 to $1,500 in addition to the salary 
paid. “We foster our other invest- 
ments to make them pay,” he said, “why 
not foster our investments in our help 
to make them more profitable, not alone 
to ourselves but to the employees them- 
selves?” 

Mr. Soule was followed by W. E. 
Coleman who gave a practical demon- 
stration in the art of window trimming. 

Next came the reports of the various 
committees, chief of which was that 
on resolutions. This report indorsed 
the National Association resolutions on 
association ideals, the reducton of dis- 
tribution costs, community development 
and the determination of methods 


necessary to insure greater turnover. 

The resolutions further affirmed the 
belief in the advantages of the decimal 
system and urged hardware manufac- 
turers generally to adopt the decimal 
plan of pricing and packing. They 
also approved the suggestion that the 
first of January, 1924, be fixed as an 
appropriate date for simultaneous 
abandonment of the cumbersome dozen 
and gross method, as a means for 
preventing the confusion that might 
result from manufacturers making the 
change individually and at various 
dates. 

Other resolutions dealt with thanks 
to various organizations and individuals 
for their help in making the convention 





a success. Still another called for the 
making of Llew S. Soule an honorary 
member of the association. 

The nominations committee presented 
the following names in nomination for 
officers to serve during the ensuing 
year: 

E. F. Harford, Colton, president; W. 
H. Onions, Los Angeles, first vice- 
president; George W. Anderson, El 
Centro, second vice-president, and H. 
L. Boyd, Los Angeles, secretary-treas- 
urer. The election was unanimous. 

The closing out of the convention 
was the designating of Compton, Cal., 
as the next meeting place of the con- 
vention when it convenes for its mid- 
year sessions. 


Selmore Hardware Finds Electrical Equipment Profitable 
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Montana Dealers to Support the Farmer 


Fifteenth Annual Convention Replete with 
Discussions of Agriculturists’ Position 


—W. C. Renwick New President 


held in the history of the Mon- 

tana Implement and Hardware 
Association took place at Bozeman, 
Mont., when the members of the or- 
ganization met for the fifteenth annual 
conclave, on Feb. 26, 27 and 28. The 
convention sessions were held in the 
Elks’ Auditorium and were brimful of 
worth-while addresses and discussions. 
Important resolutions were adopted 
and W. C. Renwick of Billings, Mont., 
was elected president of the association 
for the ensuing year. 

The convention opened on Monday 
morning, Feb. 26, but this session was 
practically given over to registration 
work and to receiving the arriving 
delegates. The first business session 
took place on Monday afternoon and 
was called to order by President F. W. 
Benepe. 

The feature of this session was an 
address by M. C. Grinde of Billings. 
Mr. Grinde stressed the importance of 
the tractor in modern agriculture and 
stated that it was his belief that power 
farming will be the big factor in the 
success of the farmer of the near 
future. 


O*« of the best conventions ever 


Prices of Farm Products 


A general discussion was indulged in 
by the members regarding the proposi- 
tions confronting the manufacturers, 
jobbers and dealers as well as the 
farmers for the year 1928. The con- 
clusion was that it would be necessary 
to take some steps to increase the 
prices on the products of the farm be- 
fore any relief could be expected and 
that when that is done, we will expe- 
rience the wave of prosperity that we 
have been expecting from some other 
sources. 

A telegram was read from W. A. 
Talmage of Philadelphia, who was one 
of the organizers of the Montana Im- 
plement Dealers’ Association, now re- 
organized as the Montana Implement 
and Hardware Association, expressing 
his appreciation of the fact that the 
organization is making such good head- 
way. Its steady increase in member- 
ship he declared would do a lot of 
good. A telegram from the HARDWARE 
AGE, expressed regrets that its editor, 
Soule, could not be present. A wire 
from Mr. White of the American Steel 
& Wire Company stated it would be 
impossible for him to accept the in- 
vitation to address the convention. 

The question box was next taken 


up and the very first question read 
brought up the subject that promises 
to be of the greatest interest of any 
dealt with by the convention. 

In these rapidly changing times when 
the automobile has replaced the farm 
wagon, the question of the delivery of 
everything in the hardware line from 
a stew pan to a giant tractor to the 
farm, is one of the problems of the 
dealer, the rules that applied a gen- 
eration ago do not fit the present situ- 
ation. 

Many of the dealers, when they come 
to the end of the year, realize that 
much of their profits have vanished 
into thin air and that they are in the 
red because of the item of service 
for which they have not been recom- 
pensed in the business routine. 

It is this situation that caused one of 
the members to put the following ques- 
tion: 

“Is it good business for implement 
dealers to encourage the setting up 
for farmers of small tools and free de- 
livery of implements from town to 
country? 

M. C. Grinde of Billings was called 
on to answer the question. He declared 
that in his opinion unquestionably the 
answer should be “yes.” He declared 
that the basis of success for the imple- 
ment dealers was service. The dealer 
who was in business and expected to 
stay in business must have the friend- 
ship, the confidence and the coopera- 
tion of his farmer customers, and this 
could be secured by showing a willing- 
ness to help the farmer in every pos- 
sible manner. 


Farm Credits Bill Indorsed 


The opening session on Tuesday, 
Feb. 27, was inaugurated by the ap- 
pointment of committees on resolu- 
tions and nominations, following which 
a resolution was passed indorsing the 
Farm Credits Bill. 

Following this President Benepe de- 
livered his annual address. The presi- 
dent stressed the need of helping the 
farmer solve his problems satisfactorily 
and urged all the members of the as- 
sociation to join him in bettering the 
condition of the agriculturist. He also 
urged the adoption of better farming 
methods and of cooperation with the 
State College in its extension work. 
He concluded with a plea for increased 
membership. 

Following the report of the commit- 
tee on by-laws the session was con- 


cluded with an address by W. L. New- 
port of the Moline Plow Co. 

The afternoon session was opened 
with an interesting address on the 
position of the farmer by A. H. Staf- 
ford. This was followed by a plea on 
the part of George D. Pease for closer 
cooperation on the part of hardware 
and implement dealers with the farmer. 
Some interesting motion pictures were 
then shown. These were furnished by 
the American Steel & Wire Co. and 
showed the making of its product. 


Election of Officers 


The Wednesday morning session, 
Feb. 28, was opened by the submitting 
of the report of the nominating com- 
mittee. As the result of the nomina- 
tions the following were elected: 
President, W. C. Renwick, Billings; 
vice-president, W. D. Sell, Livingston; 
secretary-treasurer, A. C. Talmage, 
Bozeman. Directors: Robert Oliver, 
Bozeman; W. H. Barnett, Harrison; 
Seigert & Hanscom, Malta; Kalispell 
Mercantile Co., Kalispell; E. E. Clap- 
per, Billings, and W. D. Sell, Livings- 
ton. 

Billings was selected as the place of 
the next annual convention. 

Resolutions were adopted that the 
association support federal legislation 
to stabilize the prices of farm products; 
ihat it support the financial success of 
the farmer. It was also voted to work 
for a modification of the “Pittsburgh 
plus,” and to work for the abolition 
of discriminatory freight charges. 
Resolutions of appreciation were also 
adopted. It was also voted that the 
association do everything in its power 
to further immediate legislation for the 
actual relief of the farmer in the mat- 
ter of credits. 

The afternoon was given over to a 
number of interesting addresses, chief 
among them being one by Alfred At- 
kinson, president of the Montana State 
College, on “Agricultural Engineering.” 
H. E. Murdock, agricultural engineer 
at the State College, also delivered an 
uddress of decided merit. 


The Banquet 


The convention came to a close 
Wednesday evening with a banquet at 
Kramer’s banquet hall at the Elks 
home. It was a most fitting and en- 
joyable ending of the most successful 
convention ever held by the organiza- 
tion. 
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Heavy Blizzard Curtails Attendance at 
North Dakota Convention 


Severe Snow Storm 
Ties Up Transportation 
and Keeps Many 
Members from Grand 
Forks Meeting 
—C. H. Blanding 
to Head 


Organization 


Retail Hardware Association of 

North Dakota met with real dis- 
aster this year, in the shape of the 
almost unprecedented snow storm and 
blizzard which struck the State on 
Tuesday, Feb. 13, and tied up trans- 
portation until nearly the end of the 
week. The convention was scheduled 
to begin Wednesday, Feb. 14, but only 
a few of the nearest dealers had reached 
Grand Forks at that time. On Friday, 


4 he convention planned for the 


Feb. 16, a total of twenty-two dealers - 


had assembled, and election of officers 
was held, and resolutions passed. 


Excellent Exhibits 


One of the finest exhibits in the 
history of the State had been planned, 
and was all in place Monday evening, 
in expectation of the host of dealers 
who would have arrived on the following 
morning. North Dakota blizzards hit 
without warning, and this one ‘was no 
exception, so that many of the dele- 
gates who had planned to start found 
on reaching the stations that trains 
were tied up indefinitely. The exhibits 
were well up to expectations, and those 
dealers who finally arrived the last day 
of the convention bought freely of the 
merchandise on display. 

An award was given the exhibitor 
having the best arranged booth, with 
second and third awards for the next 
in line. The first award went to George 
M. Clark Co., Chicago, the second to 
the Aluminum Goods Mfg. Co., Mani- 
towoc, Wis., and the third to the Hall 
Hardware Co., Minneapolis, Minn. 

Dealers buying the greatest amount 
of goods from the exhibitors were also 
given awards, the first one going 
to J. J. Bertram, Towner, N. D. Many 
of the dealers who had planned to 
attend, as well as those who finally 
arrived, had deferred purchasing until 
the convention and had expected to 
place substantial orders at that time. 














Secretary C. N. Barnes 


Those who were present redeemed their 
promises in a very satisfactory manner, 
so that the exhibitors were well pleased 
with the results, considering the num- 
ber present. 

H. A. Squibbs, of the American Steel 
& Wire Co., gave a very fine address 
on “Steel Conditions.” Rivers Peterson, 
Argos, Ind., arrived on Monday and 
“stayed by” until Friday noon, leaving 
then only on report of further storms 
approaching from the West. 

The business meeting was held Friday 
afternoon, Feb. 16, and included the 
reports of committees, and election of 
officers, and adoption of resolutions. 


Election of Officers 


The election resulted in the follow- 
ing officers being chosen for the en- 
suing year: President, C. H. Blanding, 
Harvey; first vice-president, E. L. Gar- 
den, Souris; second vice-president, Paul 
L. Allen, Jamestown; treasurer, A. J. 
Linn, Sanborn; secretary, C. N. Barnes, 
Grand Forks. 

Board of directors: C. H. Blanding, 
Harvey; E. L. Garden, Souris; A. J. 
Linn, Sanborn; A. F. Smith, Carring- 
ton; Hubert Harrington, Fargo; John 
R. Vestre, Drayton; J. J. Bertram, 
Towner; A.. J. Cole, Lisbon; D. R. 
Jacobson, Minot, and (ex-officio) C. N. 
Barnes, Grand Forks. 

Delegates to the National Conven- 
tion: C. H. Blanding, Harvey; C. N. 
Barnes, Grand Forks; Peter E. Nelson, 
Cooperstown, and Nels O. Haugen, 
MeVille. 


-Resolutions Passed 
Advocating Adoption of 
Decimal! System— 
Increased Turnover. 
Simplification 
and Community 
Service 


Also Urged 


Resolutions were adopted condemning 
the freight rates which discriminated 
against the Northwest and condemning 
jobbers selling hardware to other than 
legitimate hardware retailers. Another 
resolution was passed strongly advo- 
cating the adoption of the decimal 
system of pricing and packing. The 
association also went on record as ap- 
proving the action of the Division of 
Simplified Practice of the Department 
of Commerce in endeavoring to attain 
simplification in production by reduc- 
ing variety in hardware manufacture. 
Dealers were also urged to cut down 
merchandise costs and operating ex- 
penses and the wisdom of educating 
the public regarding distribution and 
service was also approved. The im- 
portance of increasing stock-turn was 
also recognized and emphasized, and 
dealers were urged to take an active 
part in supporting all forms of com- 
munity service. Association ideals were 
re-affirmed and appreciation was ex- 
pressed to the manufacturers and job- 
bers who had maintained exhibits at 
the convention. : 

Next Meeting Undecided 


The time and place for the 1924 con- 
vention will be decided at a board meet- 
ing later in the year. There was some 
discussion about advancing the time of 
the convention into March next year, 
to avoid a repetition of the weather 
conditions of this year. 

Those who attended voted the con- 
vention one of the best, from the stand- 
point of the exhibit, that they had at- 
tended. There was ample time for 
quiet discussion among the members 
about leading questions, and this was 
used to decided advantage. 

Although the attendance was decid- 
edly limited, it was the concensus of 
opinion that all those present profited 
by being there. Everyone is hoping, 
however, that there will be better 
weather for the next meeting. 
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U. S. AUTOMOTIVE INDUS. | 


TRY APPOINTS IMPOR- 
TANT COMMITTEE 


tee Designated by Trade 


Association 


At a conference of representatives of | 
the leading trade associations in the 
automotive and allied industries held) * ; * 
at the Department of Commerce, Wash- | Quinn, Carey E., Automobile Body Builders 


ington, D. C., on March 9, it was de- | 


cided to appoint a permanent commit- 


tee to be known as the Simplification | 


Conference Committee of the Automo- 
tive Industry. This committee is to 
consist of not less than eleven members 


to be chosen by the chairman and its | 


chief function will be to influence man- 
ufacturers, dealers, etc., to adopt the 
standards heretofore fixed by the So- 
ciety of Automotive Engineers. 

M. L. Heminway of the Motor and 
Accessory Manufacturers’ Association 
of New York City, who presided over 
the conference, was chosen as chair- 
man of the permanent committee and 


Carey E. Quinn of the Automobile! 


Body Builders’ Association of Wash- 

ington, D. C., was selected as secre- 

tary. Following is a. list of those in 

attendance upon the conference: 

Adair, Neal G., ‘‘Motor World,’”’ New 
City. 

Burke, D. W., Automotive 
vice Assn., Detroit, Mich. 

Clarkson, C. F., Society of Automotive En- 
gineers, New York City. 

Cobleigh, H. R., National Automobile Assn., 
Chamber of Commerce, New York, 

Collins, J. H., Chilton Co., Philadelphia, Pa. 

Dalton, James, “Automotive Industries,” 
New York City. 

Damon, N. C., N. A. C. C., New York City. 

Dodd, A. E., Domestic Distribution Dept., 
U. S. Chamber of Commerce. 

Eldridge, M. O., American 
Assn., New York City. 

Ellis, Geo. W., National Hardware Assn. of 
U. S., Philadelphia, Pa. 

Fenner, D. C., National Automobile Cham- 
ber of Commerce, New York City. 

Fernley, Geo. A., Auto Accessories Branch 
of National Hardware Assn., Phila- 
delphia. 

Grimms, A. J., Automotive 
Assn., Decatur, Il. 

Hanch, C. C., Lexington Motor Co., Con- 
nersville, Ind. 
Heminway, M. L., Motor & Accessory 
Manufacturers Assn., New York City. 
Hennecke, B. V., Moto Meter Co. (National 
Hardware Assn. of U. S.), Long Island 
City, N. Y. 

Herrington, A., Motorcycle & Allied Trades 
Assn., Baltimore, Md. 

Hoezli, M., Automotive Division, Bureau of 
Foreign and Domestic Commerce. 

Holden, P. E., Fabricated Production De- 
partment., U. S. C. of C. 

James, Wm. S., Bureau of Standards. 

Jennings, Clyde, ‘‘Motor Age,’’ Chicago, Ill. 

Johnson, Pyke, N. A. C. C. and National 
Auto Dealers Assn., Washington, D. C. 


York 


Electric Ser- 


Automobile 


Equipment 


- : .. | Markland, Jr., 
Simplification Conference Commit- | 


| McCullough, E. W., Fabricated Production 


| Shidle, 





LaSchum, 
press Co. 

Lavery, Geo. L., The Tire & Rim Assn. of 
America, Cleveland, Ohio. 

Libby, A, D., Automotive Electric Assn., 
Newark, N. J. 


E. E., American Railway Ex- 


Geo. L., American Gear 
Manitifacturers Assn., Philadelphia, Pa. 


Dept., U. S. C. of C. 

Pratt, T. D., Motor Truck Assn., New York 
City. 

Paine, G..H., Domestic Distribution Dept., 
U. 8. G- of C. 


Assn., Washington, D. C. 

Rabidoux, E. J., Automotive Service Assn., 
New York City. 

Semmes, Harry H., Automobile Body Build- 
ers Assn., New York City. 
Norman G., ‘“‘Automotive Indus- 
tries,” New York City. 
Stayor, Edgar S., Colonel, 
War Dept. 

Stodis, Carl W., Bus Transportation, New 
York City. 

Tisne, M. R., National Hardware Assn. of 
U. S., New York City. 

Trullinger, R. W., American Society of 
Agricultural Engineers, city. 

Walther, Geo., Automotive Metal Wheel 
Assn., Dayton, Ohio. 


U. S. Army, 


A. N. Abbe Now Vice-President 


American Hardware Co. 


Albert N. Abbe, for the past we I 
six years connected with the P. & F. 
Corbin division of the American Hard- 
ware Corporation, New Britain, Conn., 
has been elected a vice-president of the 
corporation. 


E. C. Waldvogel Vice-President of 
Yale & Towne Mfg. Co. 


Edward C. Waldvogel, general man- 
ager Yale & Towne Mfg. Co., has been 
elected vice-president of the firm. 


L. E. Carpenter Retires 


L. E. Carpenter, for many years gen- 
eral manager and vice-president of the 
Athol Mfg. Co., Athol, Mass., has re- 
tired from the firm, and Spencer A. 
Reed has been elected to succeed him as 
general manager. 


British Delegate Post-Convention 
Guest of Pratt & Lambert 


Frank Clark, younger son of F. W. F. 
Clark, chairman of the board, Robt. 
Ingham Clark & Co., Ltd., associate 
house of Pratt & Lambert, Inc., sailed 
March 10 on the White Star Liner 
“Majestic” for England, after having 
spent several weeks at the Buffalo 
plant of Pratt & Lambert, Inc., study- 
ing manufacturing methods there. 

Mr. Clark was guest of honor at a 
dinner and theater party, Tuesday 
evening, March 6, when Pratt & Lam- 
bert officials and others. presented him 
with a gold knife and wished him “bon 
voyage” on his homeward journey. 





James S. Barron & Co. Absorbed by 
Herman Kornahrens, Inc. 


James S. Barron & Co., manufac- 
turers’ agents and exporters, New York 
City, has been absorbed by the firm of 
Herman Kornahrens, Inc., hardware 
jobbers, 111 Murray St., New York. 

The firm of James S. Barron & Co, 
is said to be one of the oldest in the 
hardware jobbing field, having been 
established seventy-five years ago, 
while Herman Kornahrens, Inc., has 
been in business sixty-five years. 

The personnel and policy of Herman 
Kornahrens, Inc., it is said, will con- 
tinue unchanged. William H. Barron, 
president of the Barron company, will 
be associated with the Kornahrens firm, 
and will take an active interest in the 
affairs of the company. 


Bradner Pacific Coast Sales Manager 
for Pyrene 


Major James P. Bradner, formerly 
connected with one of the Government 
departments at Washington, D. C., has 
been placed in charge as sales manager 
of the Pacific Coast sales division of 
the Pyrene Manufacturing Co. Their 
Pacific Coast offices and warehouse are 
located at 977 Mission Street, San 
Francisco, Cal. 


Bergheefer with Gifford-Wood Co. 


A. W. Bergheefer has again become 
associated with Gifford-Wood Co., Hud- 
son, N. Y. He will be located at the 
company’s New York City office at 50 
Church Street. Mr. Bergheefer has a 
wide acquaintance in the ice and coal 
trade-and is very familiar with the 
company’s line of ice tools, elevating 
and conveying machinery and kindred 
items. 


Ad Man Joins Furniture Firm 


W. L. McCrory, formerly a member 
of the firm of the Smith-McCrory Ad- 
vertising Co., Racine, Wis., has asso- 
ciated himself with the Gold Medal 
Camp Furniture Co., Racine, Wis., as 
advertising manager. Mr. McCrory 
has had many years of advertising and 
sales experience, and is well known to 
the trade. The Gold Medal Camp Fur- 
niture Co. has recently increased its of- 
fice and factory facilities. Additional 
machinery has_ been installed, it 1s 
said, to permit larger production. 


Save-the-Surface Magazine to Be 
Published in Philadelphia 


A monthly publication, to be known 
as the “Save-the-Surface Magazine, 
devoted to the interests of the paint 
and varnish industry, is to be published 
by the Save-the-Surface headquarters. 
The magazine will have 16 pages, each 
illustrated in rotogravure, and with 
covers printed in four colors. The 
magazine will contain stories and ar- 
ticles showing the property improve- 
ment effected by surface protection. 











March 22, 1923 


HARDWARE AGE 


63 








OF THE TRADE 








Colt’s Patent Firearms Mfg. Co. 
Honors Veteran Employees 


Nine veteran employees of Colt’s 
Patent Firearms Mtg. Co., Hartford, 
Conn., all of whom had been with the 
company for more than fifty years, 
were the guests of honor at a dinner of 
the Colt’s Executive Association at the 
City Club, Hartford, Feb. 26. The vet- 
erans’ names and the year they entered 
the employ of Colts are as follows: 
Edward H. William, 1857; David J. Jor- 
dan, 1862; George C. Green, 1864; Carl 
J. Ebbets, 1867; William J. Morrow, 





is the principal incorporator, and asso- 
ciated with him is Glenn Hunt, for many 
years connected with the Dayton Hard- 
ware & Supply Co. 





Mitchell Hardware Co. Incorpo- 
rated 


The Mitchell Hardware Co., Dayton, 
Ohio, has been incorporated with the 
capitalization of $25,000. Reginald T. 
Mitchell is the principal incorporator 
and president of the company. The 
company will carry on general hard- 











Left to right, bottom row: George C. Green, Carl J. Ebbets, David J. Jordan, Edward 
H. Williams. Top row: Edwin W. Stevens, Richard Broomhall, James F. Shortell, David 
J. Ahern and William J. Morrow 


James F. Shortell, David J. Ahern, Ed- 
win W. Stevens and Richard Broomhall, 
all 1850. The aggregate number of 
years they have been with the company 
is 492 years and eight months. 

With the exception of Carl J. Ebbets, 
the company’s patent attorney, the vet- 
erans have all been in the shops during 
their long period of service. From the 
dean of their number, Edward H. Wil- 
liam, seventy-nine years old, a Colt em- 
oe for sixty-five years, to Richard 

roomhall, regarded as the “baby” of 
™ group, they are at their work every 

a 


y. 

Some of them are now foremen of 
departments, still others have clung to 
the more intimate handling of the ma- 
chinery and guns which have been a 
part of their work since childhood. 
They now hold positions on what is 
called the “Colt Honor Roll,’ veterans 
who have given more than a half cen- 
tury of their life to the service of the 
company. 


Wooster Brush Co. to Build 


The Wooster Brush Co., Wooster, 
Ohio, has just awarded a contract for 
an addition to its present factory build- 
ing. This addition is to be used pri- 
marily for offices, and at the same time 
it will provide greatly increased floor 
space for manufacturing purposes. 





Krizin Hardware Co. Incorporated 


The Krizin Hardware & Supply Co., 
Dayton, Ohio, has been incorporated 
with the capitalization of $10,000. The 
company has opened a store at Deeds 
Avenue and Ohio Street. S. J. Krizin 








ware, sporting goods and radio equip- 
ment business at 29 East Third Street, 
Dayton, Ohio. 





Alfred W. DeWolf Dies 


Alfred W. DeWolf, senior member of 
DeWolf & Vincent, hardware dealers, 
111 William Street, New Bedford, 
Mass., died suddenly March 10. Mr. 
DeWolf had been in poor health for a 
number of years, and in December, 
1919, he retired from the hardware 
business with which his name was as- 
sociated and was succeeded by his son, 
Ward DeWolf. Mr. DeWolf passed his 
sixty-seventh birthday last month. 





Winsted Hardware Mfg. Co. to 
Build 


The Winsted Hardware Mfg. Co., 
Winsted, Conn., has let a contract for 
the erection of a one-story, 146 x 44 ft. 
plant addition, and work will start as 
soon as weather conditions permit. 





R. E. Kirby Sells Store 


Anton C. Taudte has purchased the 
retail store of Robert E. Kirby, 1611 
W. York Street, Philadelphia, Pa. 





Correcting an Impression 


In the March 8 issue of HARDWARE 
AGE a photograph: of the toy depart- 





ment of the Raymer Hardware Co., St. 
Paul, Minn., appearing on page 64, was 
erroneously credited to the Warner 
Hardware Co., Minneapolis, Minn. 


F. O. WELLS HEADS NEW 
$1,000,000 HARDWARE 
MERGER 


Frank O. Wells Co., American Tap 
& Die Co. and Williamsburgh 
Mfg. Co. Consolidate 


Consolidation of The Frank O. Wells 
Co., Inc., Greenfield, Mass., The Ameri- 
can Tap & Die Co., Greenfield, Mass., 
and The Williamsburgh Mfg. Co., Wil- 
liamsburgh, Mass., has been completed. 
The Wells-American Tool Corporation 
is the holding company and the joint 
capital represented in the merger is 
said to be more than $1,000,000. 

The Frank O. Wells Co., Inc.. brings 
into the consolidation a new line of 
thread cutting tools, reamers, counter 
bores, broaches, broaching machines, 
tap and drill grinding machines and a 
number of other tools. ; 

The American Tap & Die Co., which 
in 1902 succeeded to the business of 
Nichols Bros., manufactures a line of 
standard screw cutting tools and a 
line of butchers’ cutlery and supplies. 

The Williamsburgh Mfg. Co. brings 
a line of screw drivers, iron levels, hack 
saw and butcher saw frames and a line 
of household tools. 

This consolidation marks the return 
of Frank O. Wells to active business in 
the trades which have known him for 
many years. He is president and con- 
sulting engineer of the corporation. 
With his brother, Mr. Wells started in 
the tap and die business in 1876, under 
the firm name of Wells Brothers. Ir. 
1912 he organized the Greenfield Tap 
& Die Corporation, of which he was 
president up to the time of his resigna- 
tion early in 1919. He is a director in 
several successful business corpora- 
tions, and an active member of the So- 
ciety of Mechanical Engineers. It was 
at his instigation that the National 
Screw Thread Commission was ap- 
pointed by Congress for tool standardi- 
zation and he has been a member of this 
commission since its inception. 

L. E. Peck, who has been general 
manager of the Frank.O. Wells Co., 
Inc., is vice-president ‘and general 
manager of the new company. He is 
recognized as an authority on broaches 
and broaching machines. , 

David B. Miller, for many years iden- 
tified with the machine and tool indus- 
try in Greenfield will have charge of 
production. d 

Herbert Smith will continue as super- 
intendent of the American Tap & Die 
Division and A. B. Allen secretary and 
treasurer of the Consolidated Company. 
Mr. Allen was formerly cashier of the 
First National Bank of Greenfield. 

The board of directors of the Con- 
solidated Company include men of 
prominence in manufacturing and 
financial circles in Greenfield, Boston 
and New York. 





The Jones Hardware Co., Lima, Ohio, 
has been sold by R. R. Jones to R. A. 
Stacey and W. E. Orton of North 
Adams, Mass. 
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Big Boom in Import Trade and Customs Receipts— 
National Chamber of Commerce to Study 
Transportation Problem 


dise into the United States dur- 

ing the calendar year 1923 
promise to exceed the stupendous total 
of three and one-third billion dollars, 
according to figures just made public 
by the Secretary of Commerce. If the 
average ad valorem rate of duty under 
the Fordney-McCumber tariff law fig- 
ures out at 20 per cent, as applied 
to the total importations, the new tariff 
act will produce more than $650,000,- 
000, a figure which the most sanguine 
champions of the measure hardly dared 
contemplate while the bill was under 
consideration in Congress. 

The comprehensive changes in classi- 
fication and in the groupings of com- 
modities made by the new tariff law 
have served to delay greatly the com- 
pilation of port entries of imports, and 
it is only during the past few days 
that the Bureau of Foreign and 
Domestic Commerce has been able to 
obtain a preliminary figure for the 
importations in October, November and 
December, 1922, the first fiscal quarter 
elapsing after the effective date of the 
new tariff. These figures are highly 
significant and indicate that the 
estimates heretofore made of the pro- 
ductivity of the new tariff rates will 
be much more than justified. 

Despite the very general understand- 
ing that the new tariff law would boost 
rates on all important schedules there 
was no anticipatory import movement 
of merchandise until last August. In 
that month there was a $30,000,000 in- 
crease over July. September in turn 
showed .a gain of $17,000,000 over 
August, the importations for Septem- 
ber reaching the high mark of $298,- 


YT HE imports of foreign merchan- 


WASHINGTON, D. C. 
March 19, 1923 
By W. L. CROUNSE 


493,403. As was to have been ex- 
pected, the imports in October showed 
a reaction, dropping more than $22,- 
000,000 from the September level. 


Imports Show Big Totals 


In November, however, importations 
rose $16,000,000 as compared with Oc- 
tober and the total in December shot 
up another $5,000,000 to $297,000,000, 
the highest figure of the year, if we 
except September which, for the rea- 
sons stated, recorded a phenomenal 
total. 

Whether they are considered from 
the standpoint of the new tariff law, 
or merely as indicating a géneral trade 
revival in all lines, the import figures 
for 1922 as compared with 1921 are 
deeply significant and I therefore ap- 
pend them by months as follows: 


1922 1921 
.- $217,185,396 $208,796,989 


Imports— 
January 


February 
March 
April 
May 
June 
JULY. - as 
August 


September.. 
October ... 
November. . 
December.. . 


12 months 
ending 


215,743,282 
256,177,796 
217,023,142 
252,817,254 
260,460,898 
251,771,881 
281,376,403 
298,493,403 


276,098,811 ° 


291,905,785 
297,000,000 


214,529,680 
251,969,241 
254,579,325 
204,911,186 
185,689,909 
178,159,154 
194,768,751 
179,292,165 
188,007,629 
210,948,036 
237,495,505 





December $3,116,054,051 $2,509,147,570 


It will be noted that the prediction 
that the total importations of 1923 
will exceed three and one-third billion 
dollars is not predicated upon a con- 
tinuance of the import movement at the 


level reached in December. There may 
be a substantial recession from that 
figure without permitting the total for 
the current calendar year to fall below 
$3,340,000,000 which, on a 20 per cent 
duty basis, would show a productivity 
for the new tariff law closely crowding 
$700,000,000. 


Fordney’s Exultant Swan Song 


Many swan songs were sung during 
the closing days of the Congress which 
adjourned on the 4th instant. Most of 
them were characterized by a decidedly 
plaintive air, notably in the cases of 
“Uncle Joe” Cannon, Minority Leader 
Mondell and “Bone Dry” Volstead, the 
author of our Federal prohibition 
statute, all of whom have been retired 
from Congress. 

One swan song, however, was sung 
in a high, exultant key. Chairman 
“Joe” Fordney of the Ways and Means 
Committee gave out an interview cal- 
culated to inspire the most pessimistic 
business man with a genuine spirit of 
optimism. Among other things Mr. 
Fordney said: 

“Today, I want to call attention to 
the wave of business activity and pros- 
perity that is now upon this nation, 
and in doing so I state very definitely 
that this prosperity is not the result 
of world-wide conditions nor a mere 
coincidence. It has been stimulated by 
the enactment of model tariff legis- 
lation and is brought to us in spite of 
adverse conditions existing elsewhere 
throughout the world. 

“Business depression and lack of 
purchasing power go hand in hand, 


wun 





(Continued on page 78) 
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MARKET REPORTS 


WEEKLY SUMMARY 


Jobbers Warn Dealers Against Duplicating Orders—Farmers Find 
Prices High—Factory Buying Active 


. 


Bip ene in some sections of the country are warning retailers against duplicating orders 
for items that are listed as shortages. It is believed by some market authorities that the 


extent of shortages has been exaggerated. 


Price changes during the past week were relatively few. 


shortages are hampering deliveries. 


Freight congestions and car 


Building programs throughout the country are extensive. 


Factories in the industrial sections are active buyers of heavy hardware and mill supplies, 


and retailers and jobbers in the agricultural districts report good business. 


Some dealers 


intimate that the farmer regards prices as too high. 


NEW YORK 


Prices 


he important prices changes were announced during 

the week by local jobbers. Most of the changes made 
during the past ten days have represented adjustments 
rather than any marked advance or decline. 

Jobbers and retailers in this section do not anticipate 
any lowering of prices for possibly six months, that is, 
until the spring and summer business has been practically 
disposed of. 

Jobbers who sell to rural dealers say that there is more 
of a tendency on the part of country retailers to consider 
price than there has been for some time. Generally speak- 
ing, the retailer has his stock in pretty good condition, and 
is now becoming wary about overloading. 

Among the price revisions reported by local jobbers dur- 
ing the week were the following: 

Brass hooks and eyes and screw hooks advanced 10 per 
cent. 

Washers in 5-lb. boxes are being quoted list less 50 
cents per 100 lb. 

Mexican semi-finished nuts 9/16ths and smaller are now 


being quoted at 60 to 60 and 10.per cent. 
55 to 55 and 10 per cent. 


Larger sizes 


General Conditions 


\ JHOLESALE business in this section is remarkably 
good at the present time. Retail business has been 

hampered somewhat by adverse weather conditions, al- 

though the general average of sales is satisfactory. 

Some of the local jobbers are warning customers 
against placing duplicate orders for items which are short, 
such as wire goods, nails, builders’ hardware, ete. The 
shortage in builders’ hardware is said to be caused by a 
concentrated demand for certain styles, shapes and pat- 
terns which the factories are unable to supply adequately 
and at the same time produce the regular numbers. 

Freight congestion and the shortage of cars are also 
reported to be hampering business considerably. Retail- 
ers and jobbers are preparing for active spring and 
summer business, and generally speaking anticipate a 
strong market for the next six months. 


Axes and Hatchets.—There is a 30 and 10 to 30 and 5 per cent; larger 


certain amount of pick-up business at 
present for these items. Rumors of 
advances are persistent. 


Jobbers’ quotations, f.o.b. New York: 

Ordinary grade handled axes, 3 to 4 
Ib., $17 per doz. net; 3% to 4%-Ilb., 
$17.50 per doz. net; 5 to 5%-Ib., $18.50 
per doz. net; 41% to 5%-\b., $18.50 per 
doz. net; 5%-lb. solid, $19 per doz. 
net. 

Flint edge Rockaway pattern axes, 
3 to 4-Ib., $18.25 to $19.25 per doz. net: 
3% to 4%-lb., $19.75 per doz. net; 
4 to 5-lb., $20.25 per doz. net. 

Connecticut pattern axes, 3 to 3%- 
Ib., $19 per doz. net. 

Hatchets, full polished, half and 
shingling, No. 1, $18.80 per doz.; No. 
2, $19.40 per doz. 


Bolts and Nuts.—The demand is 
consistent; prices show upward ten- 
dencies and stocks are moderate. 


Jobbers’ quotations, f.o.b. New York: 
Square nuts, %4-in., 16c. to 17c. per 
lb.; #e-in., 15c. to 16c. per lb.; %-in., 
13c. to 14c. per lb.; y¥e-in., 12c. to 13c. 
per lb.; %-in., lle. to 12c. per Ib.; 
%-in., 10c. to llc. per lb.; %-in., 
to 10c. per Ib. 

Common carriage bolts, % x 6-in. 
and smaller, 25 and 10 to 25 and 5 
per cent; larger and thicker, 25 and 
10 to 25 and 5 per cent. 

hine bolts, % x 4 and smaller, 


advances. 
te short, and the demand for cotton 
goods at all times is reported to be in- 
creasing. 


and thicker, 30 and 10 to 30 and 5 per 
cent. 

Lag screws, 30 and 10 to 30 and 5 
per cent. 

Semi-finished hexagon bolts, , and 
smaller, 65 per cent; larger and 
thicker, 60 per cent. 

Tinner’s rivets, 50 to 50 and 10 per 
cent. 

Hexagon machine screw nuts, iron, 
45 per cent; brass, 60, 10 and 5 to 70 
per cent from new list. ay 

Toggle bolts, steel bright finish, 7: 
per cent. . 

Stove bolts, steel bright finish, 75 
to 75 and 5 per cent. 

Iron rivets, 50 to 55 per cent. 
copper rivets, 334% per cent. 

Lock washers, } to %-in., 70 per 
cent; ~; to %-in., 70 per cent; }{} to 
1-in., 70 per cent. 

Expansion bolt shields, 65, 10 and 
5 per cent. 

Screw anchors, 75 and 10 per cent. 


Cotton Goods.—Jobbers predict price 
The cotton crop is said to 


Solid 


Fruit Jar Rubbers.—It is a little 


early as yet for any strong business in 
this line. 
and a good demand is expected. 


Prices are firm, stocks ample 


Jobbers’ quotations, f.0.b. N.-w York: 
Fruit jar rubbers, 80 to 85c. per gr. 
Prices vary according to grade, and 
also in different sections of the city. 

In 12 gross lots, 75c. per gross. 

Garden Tools.—Large orders have 
already been filled by* local jobbers. 
Comparatively few dealers in this lo- 
cality have not received atleast part 
of their orders. There is some doubt 
in the minds of local jobbers about 
their ability to supply the demand of 
fill-in and pick-up business later in the 
spring. 

Jobbers’ quotations, f.0.b. New York: 

Spading Forks.—Boys’ size, 4 solid 
steel angular tines, iron D handles, 
$8.35 per doz. Adults’ size, 4 11-in. 
angular tines, malleable D handle, 
strap ferrule, $10.25 per doz Same, 
better quality, $12.25 per doz. Same, 
with wood D handle, $16.53 per doz. 

Same, with heavy wood D handle, 

$18.25 per doz. Fork with 5 11-in. an- 

gular tines, wood D handle, strapped 
ferrule, $21.40 per doz. Same, with 
malleable D handle, $19.20 per doz. 

Subject to 5 per cent additional dis- 

count for bundle lots. 

Manure Forks.—Malleable D handle, 

4 12-in. oval tines, strap ferrule, 

$12.25 per doz. Same, with wood D 

handle, $14.85 per doz. Fork with 5 

12-in. oval tines, wood D handle, 

strap ferrule, $18.25 per doz. Fork 
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with 6 12-in. oval tines, wood D 
handle, strap ferrule, $20.45 per doz. 
Extra heavy manure forks, 4 oval 
tines, 15-in., strap ferrule, wood D 
handle, $18.85 per doz. Same, with 
4 diamond tines, 15-in., $18.85. Extra 
heavy fork with 5 oval tines, 16 in. 
long, strap ferrule, wood D handle, 
$24 per doz. Extra heavy fork, with 
5 diamond tines, 16 in. long, strap 
ferrule, wood D handle, $33.25 per 
doz. Subject to 5 per cent additional 
discount for bundle lots. 

Malleable tron Rakes.—8 teeth, $3.70 
per doz.; 10 teeth, $3.95 per doz.; 12 
teeth, $4.40 per doz.; 14 teeth, $4.80; 
16 teeth, $5.25. Toy rakes with 6 
teeth, 4-ft. handles, $3.60 per doz. 
Steel garden rakes, polished, 10 teeth, 
$7 per doz.; 12 teeth, $7.70 per doz.; 
14 teeth, $8.45 per doz.; 16 teeth, $9.20 
per doz.; 18 teeth, $9.85 per doz. Steel 
gravel rakes, with 16 short teeth, 
$11.21 per doz. Extra heavy road 
rake, 6-ft. handle, steel teeth, 14 
teeth, $12.43 per doz.; 16 teeth, $13.17 
per doz. Steel bow rake, light pat- 
tern, made of one piece of steel, 12 
teeth, $7.26 per doz.; 14 teeth, $7.50 
per doz.; 16 teeth, $7.85 per doz. 

Hay Forks.—Two oval tines, 12 in. 
long, 5-ft. bent handle, plain ferrule, 
$11.05 per doz. Straight handle, 6-ft. 
strap ferrule, $13.10. Fork with 3 
oval tines, 12 in. long, straight 4%- 
ft. handle, $11.05 per doz.; 5-ft. bent 
handle, $12.20 per doz.; 6-ft. bent 
handle, $14.15 per doz. 

Garden Hoes.—Shank hoe, riveted 
steel blade, assorted 6%, 7 and 7% 
in., 4%-ft. handle, $4.14 per doz. 
Shank hoe, solid or assorted steel 
blades, 6 to 8 in., 414-ft. handle, $6.92 
to $7.69 per doz. 

Floral Spades.—Solid steel round 
point, iron D handle, $7.16 per doz. 
Garden sets range from $10.71 to $23.18 
per doz. 

Garden Trowels.—6-in. solid socket, 
| er steel, grip handle, $6.75 per 

oz. 


Galvanized Sheets.—Stocks are re- 
ported to be light, prices very firm, 
and the demand is said to Le increas- 
ing. 

Quotations to retailers, f.o.b. New 


ork: 
Galvanized sheets, 28 gage, $5.56 tu 
$5.75, base. 


Hand Tools.—The demand is consist- 
ent and jobbers believe that if the 
building season opens well the demand 
will materially increase. 


Jobbers’ quotations, f.o.b. New York: 

Claw Hammers.—No. 1 size, $13.36 
per doz.; No. 1% size, $12.74 per doz.; 
No. 2 size, $12.12 per doz. 

Machinists’ Hammers.—8-oz., $8.40 
per doz.; 12-oz., $8.40 per doz.; 16-oz., 
$8.60 per doz.; 20-oz., $9.45 per doz. 

Hand Drillis.—Steel frame, nickel 
plated, cut gears, black enamel, 
length 1 in. without drill points, $2.30 
each. Same, large size, length 12% 
in., $2.42 each. Same, black enamel 
frame, 12% in. long with 8 drill 
points, $2.28 each. Same, solid steel 
frame, detachable steel handle, hol- 
low end handle, partly nickel plated, 
11 in., no drill points, $1.91 each. 

Breast Drilis.—Malleable iron frame, 
adjustable breast plate, barber chuck, 
forged jaws, cut gears, 2-jaw chucks, 
15-in., $2.35 each. Same, cast iron 
frame, 8-in., $3 each. Same, ball 
bearing, malleable iron stock, chuck 
and crank nickel plated, with level 
attachment, 17%-in., 2-jaw, $3.83 
each; 3-jaw chucks, $4.35 each. 

Bit Holders.—Extension model, pol- 
ished steel, made to follow %-in. bit 
and larger, packed 1 in a box, 12-in., 
$1.40 each; 15-in., $1.48 each; 18-in., 
$1.45 each; 24-in., $1.55 each; 30-in., 
$1.65 each. 


Linseed Oil.—There is comparatively 
little activity in the local market for 
oil at the present time, although there 
is always a consistent amount of buy- 
ing. Prices are reported as steady. 


Linseed oil, in lots of less than 6 
bbl., $1.10 to $1.12 per gal.; in lots of 
more than 6 bbl., but less than car- 
load, $1.06 to $1.09; in carload lots, 
98c. to $1 pér gal. 


Lawn Mowers.—Advance orders have 
been relatively small. The season is 
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not yet enough advanced for any large 
business. Stocks are fair and prices 
firm. 


Jobbers’ quotations, f.0.b. New York: 
Lawn mowers, 3 blades, adjustable 
bearings, 8-in. drive wheels, 12-in., 
5 each; 14-in., $5.30 each; 16-in., 
5.60 each. Ball bearing mowers with 
9-in. drive wheels, 4 blades, 12-in., $8 
each; 14-in., $8.30 each; 16-in., $8.65 
each; 18-in., $9 each. Ball bearing 
mower, 10%-in. raised open drive 
wheels, 4 tempered steel blades, reel 
6-in. in diameter, 14-in., $9.25 each; 
16-in., $9.75 each; 18-in., $10.25 each; 
20-in., $10.85 each. 


Nails.—Stocks are only fair, prices 
are very firm and the demand is active. 


Jobbers’ quotations, f.o.b. New York: 
Wire nails, $4 to $4.05 base per 
keg. Blued wire nails, 3d fine, $5.65 
ae per keg. Cut nails, $4.35 base per 


Wire nails and brads in small lots, 
75 to 75 and 10 per cent off list. 

Roofing nails, 1 x 12, per 100 I1b., 
$7.25 for galvanized and $5.25 plain. 

Wholesale prices vary in different 
parts of the city. 


Naval Stores.—More activity fea- 
tured this market during the past 
week. There is a slight decline in 
turpentine. Local stocks are fair. 
York: 
$1.55 


Prices to dealers, f.o.b. New 
Spirits of turpentine, in bbl., 
to $1.60, 


Poultry Netting.—Shortages’ are al- 
ready causing jobbers and dealers ap- 
prehension. Slow shipments from fac- 
tories are said to be one of the causes, 
although the demand has been excep- 
tionally heavy. 

Jobbers’ quotations, f.o.b. New York: 

Poultry netting, galvanized after 
weaving, takes a discount of 50 per 
cent; an extra 5 per cent is allowed 
for factory shipments. 

Square mesh, 2 x 2, $5 per 100 sq. 

ft.; 3 x 3, red per 100 yi i.) 4x 4, 

$5.50 per 100 sq. ft.; 6 x 6, $6 per 100 

sq. ft.; 8 x 8, $6.50 per 100 sq. ft. 

Extras, 4c. per sq. ft. for narrower 

than 24-in. and wider than 48-in. 


Rubber Hose.—Jobbers report a fair 
demand at steady prices. Stocks are 
adequate. 

Jobbers’ quotations, f.o.b. New York: 

Rubber garden hose, ‘Good Luck” 
brand, 11%c. per ft. brand, 
12%c. per ft. “Bull Dog’’ brand, 14c. 
per ft. 

Sash Cord.—The demand is strong, 
prices are expected to advance, and 
stocks are light. ‘ 

Jobbers’ quotations, f.o.b. New York: 

Cotton sash cord, 49c. to 50c. base 
per lb. 

Prices vary according to grade and 
= also in different sections of the 
city. 

Screen Wire.—Advance orders have 
been very heavy. Many _ shipments 
have already been made to dealers. 
Prices are firm and shortages are re- 
garded as likely by some jobbers. 

Jobbers’ quotations, f.0.b. New York: 

Screen Wire.—Black, 12 mesh, $2.15; 
extra, 15c. 100 sq. ft. on less than 

Competitive grade, $1.90 to 

.20; extra, lic. per 100 sq. ft. less 
than 24 in., and 15c. for 100 sq. ft. for 
half rolls. 

Dull Finish.—Zinc coated galvan- 
ized cloth, 12 mesh, $2.65; 14 mesh, 
$3.15; 13 mesh, heavy, $4.90. Extra 
same as black. 

Bright.—12 x 13 mesh, $4 to $4.10; 

X H 14 mesh, $5.60 to $5.75; 14 mesh, 

$4.30 to $4.35. Extras, less than 24 

in., 15c. per C; over 48 in., 60c. per C. 

Copper.—14 mesh, $6.75. Extras, 15c. 
less than 24 in. No. 50 ft. rolls. 

Bronze.—14 mesh, $7.25; 16 mesh, 
$7.75 to $7.85. Extras same as copper. 


Screen Door Hardware.—Some local 
jobbers have made slight price adjust- 
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ments although this has not been gen- 
erally done as yet. Advance orders are 
reported to have been good, stocks are 
ample and a good pick-up business is 
anticipated. 


Jobbers’ quotations, f.o.b. New York: 


Screen Door Catches.—Cast iron, 
diamond bolt with knob and lever 
handle, reversed bevel bent strike, 
outside plate 15% x 3% in. for doors 
% to 1% in., dark bronze, $2.75 per 
doz. Extra heavy catch, with knob 
and lever handle, outside plate 1% x 
4% in. for doors % to 1% in. thick, 
wrought steel, bronze’ plated or an- 
tique copper finish, $7.35 per doz. 
Wrought bronze in plain highly pol- 
ished or antique copper finish, $14.85 
per doz. . 

Mortise Screen Door Night Latches. 
—Lever handle for inside, knob for 
outside, lock case 3 x 2% in., front 
3% x 4% in., reversible 2 steel keys, 
for doors % x 1% in., steel trim, iron 
front latch, bronze plated or antique 
copper finish, $12.25 per doz. sets; 
bronze trim, with bronze front latch, 
= or antique copper finish, $18 per 

0z. 


Screen Door Sets. — Consisting of 
one pair 7-11 hinges, one door pull, 
one gate hook and eye, complete with 
screws, japanned finish, $2.50 per doz. 
sets. 

Spring Hinges. — Loose pin steel 
japanned, 3 x 2% in., $1.75 per doz. 
pairs. Cast iron with steel spring, 
3-in. japanned, $1.35 per doz. pairs. 
Cast fron, 3-in. japanned, double act- 
ing, not adjustable, $2.85 per doz. 
pairs. Wrought steel, oil tempered 
coil spring, bronze plated, antique 
copper or dull brass, with screws, 
$2.75 per doz. pairs. 

Door Pulls.—Wrought steel, 5%-in., 
bronze plated, dull brass or antique 
copper, $4.25 per gross. Cast iron, 
japanned, 6-in., 49c. per doz. Door 
pulls, with plate, wrought steel, bevel 
edge plate, 7 x 2% in., pull 5 in. long; 
bronze, antique copper or dull brass 
finish, $1.90 per doz. 

Screen Door Checks. — Rubber 
er. cast iron spindle, 85c. per 

oz. 

Screen Door Spring — Japanned, 
9-in., $2.64; 10-in., $3.36; 11-in., $4.68; 
12-in., $5.28; 13-in., $6; 14-in., $7.92 
per doz. less 40 and 10 per cent. 


Skid Chains.—The demand is still 
active, prices are firm, stocks fair. 


Jobbers’ quotations, f.o.b. New York: 
Skid chains, sets of 2, 30 x 3% in., 
$3 per set; 32 x 3% in., $3.34 per set; 
32 x 4 in., $3.67 per set; 33 x 4 in., 
$3.84 per set; 35 x 4% in., $4.84 per 


set. 

Cross chains, 3% in., $4.85 per 100; 
4 in., $5.65 per 100; 4% in., $6 per 100; 
5 in., $7.16 per 100. 


Scythes.—A fair amount of business 
has already been done in this line. 
Stocks are moderate and prices firm. 


Jobbers’ quotations, f.o.b. New York: 

Ribbed black grass scythes, black 
finish, $13.75 per doz. Polished, $17.50 
per doz. English grass scythes, $21 
per doz. 


Sharpening Stones.—There is a fair 
local demand at the present time. 
Stocks are adequate and prices firm. 


Jobbers’ quotations, f.o.b. New York: 

Sharpening stones, 8 x 2 1, fine, 
medium and coarse, $18 per doz.; 
8 x 2 %, fine, medium and coarse, 
$16.20 per doz.; 6 x 2x 1, fine, medium 
and coarse, $13.80 per doz.; 6 x 2 %. 
fine, medium and coarse, $10.80 per 


doz. 
Combination stones, one side fine 
rit, the other side coarse, 8 x 2 x 1, 
21 per doz. 7x 2x1, ? 
6 x 2 x 1, $15 per doz.; ’ 
per doz.; 4 x 1% x %, $10.20 per doz. 


Sprayers.— Although still a little 
early, a number of advanced orders 
have already been filled by local job- 
bers. Prices are firm, stocks fair. 


Jobbers’ quotations, f.o.b. New York: 
Hand sprayers, Peerless, $4.10 per 
doz. Cyclone, $4.50 per doz. Radia, 
$3 per doz. Glass Tank, $5.85 per doz 
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Office of HARDWARE AGE, 
1505 Otis Building, 
Chicago, Ill., Mar. 17. 


THE advances announced in the local 

market this week were compara- 
_ tively few in number. This does not 
mean that there has been a change in 
the tendency of the market, because 
all prices are still strong with higher 
tendencies. Increased labor costs, new 
purchases of raw material on the pres- 
ent high market and the difficulty of 
getting material continue to influence 
prices toward higher levels. 

Economists and other writers have 
already begun to sound a warning 
against another “buyers’ strike” if 
prices keep mounting upward. The 
situation is being followed very care- 
fully by manufacturers, jobbers and 
retailers, and they are all proceeding 
with caution lest the buying public 
make up its mind that prices are too 
high and cease purchasing. It can 
plainly be seen that price advances are 
put out in this territory only when it 
becomes absolutely necessary. 

On the other hand, business is in 
fine shape. The jobbers’ shipping plat- 
forms are still piled high with spring 
merchandise on its way to the retail- 
ers. Some of the spring goods are al- 
ready showing signs of being short be- 
fore the season gets its stride. Jobbers 
in the Mississippi Valley have all made 
drives to eliminate back orders and 
shortages which have been running 
comparatively high during the past few 
weeks. There seems to be no doubt 
that some of the spring merchahdise 
will not be sufficient to go around, as 
the demands made upon some of the 
manufacturers have been unusually 
heavy and due to their own difficulties 
they have not been able to keep produc- 
tion up to the demand. 

Without question the spring merchan- 
dise that has been shipped, and is still 
going out, will be received by the re- 
tailer at a price which will enable him 
not only to make a profit, but allow 
him to sell at a figure that will find 
a ready market. 

As an indication of improved condi- 
tions in this locality, the post office 
has been handling about 4,000,000 
pieces of first class mail a day and the 
records are now showing around 7,- 
(00,060 pieces daily. The record for 
second, third and fourth class mail a 
few months ago was 800 tons daily 
and now it is 2000 tons. Railroad traf- 
fic continues in large volume and some 
complaints are heard of car shortage, 
especially in the steel industry. There 
is not so much labor available and this 
may have an effect on production when 
cutdoor work opens up. 

There seems to be a firm undertone 
to produce and cattle markets. Some 
of the building materials are begin- 
ning to be short, while others are mov- 
ing out in large volume. Early spring 
is expected to see a revival of the 
building boom, which will center around 
more small towns and cities than last 
year. 
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It is said that more money is avail- 
able this year on easy terms for build- 
ing purposes than ever, due to the fact 
that banks and other institutions have 
not been able to make their customary 
investments, particularly foreign, and 
it will mean an added impetus to the 
building programs of many communi- 
ties. 

Farm implement manufacturers are 
now taking more steel than at any time 
in the past two years. General opera- 
tions at implement plants are estimated 
at 70 per cent capacity. 

Reports from the treasurers’ offices 
of large firms in this territory show 
much better business with increased 
earnings. Collections are satisfactory 
and more buyers were in Chicago last 
week than a year ago. 

Alarm Clocks.—There is a _ real 
famine in nickel alarm clocks and 
higher prices no doubt will prevail a 
little later on. Deliveries from manu- 
facturers are slow. Orders are ac- 
cepted by makers only at prices ruling 
at date of shipment. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: America, $11.40 in doz. 
lots, $11.04 in case lots; Blue Bird, 
$13.20 in doz. lots, $12.84 in case lots; 
Blue Bird, $18.96 in doz. lots, $18.36 
in case lots; Bunkie, $20.88 in doz. 
lots, $20.16 in case lots; Lookout, 
$13.20 in doz. lots, $12.84 in case lots; 
Sleepmeter, $15.12 in doz. lots, $14.64 
in case lots. 

Automobile Accessories——Sales are 
expected to be exceptionally large; in 
fact, orders are now coming in in ex- 
cellent volume. 

We quote from 
f.o.b. Chicago: 

Spark Plugs. — Splitdorf, 50c. each; 
Regular, 58c. each; Champion X, 45c.- 
each; lots of 100, 41c. each; Champion 
Blue Box Line, 53c. each; A. C. 
Titan, 58c. each; lots of 100, 5é6c. 
each; A. C. Special Ford, 44c. each. 

Spot Lights. — Anderson No. 3280, 
$6.50 each; Stewart, $5.67 each. 

Motormeters.—Standard, $7.50 each; 


Universal, $5.60 each. 
Horns.—E. A. Electric (Ford), $4.00 


ach. 
Jacks.—Reliable Jacks, No. 46, $2.50 
each; in lots of 10, $2.25 each; Sim- 
plex, No. 36, $1.80 each; Ajax, No. 6, 
85c. each; National Standard, No. 21, 
$1.20 each. 

14% - in., 


Pumps — Rose, 
$1.55 each. 

Chains.—Non-skid, dozen pair lots, 
23% per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30x3% non-skid, 
fabric, $8.35 each; Cord, $10.85 each; 
Gray inner tubes, 30x3%, $1.35 each; 
red inner tubes, 30x3%4, $1.80 each. 

Non-Freeze.—Alcohol and Glycer- 
ine, 70c. per gallon. 

Axes.—The leading maker on March 
2 quoted prices for fall shipment at the 
same figures which have been ruling 
for the past several months. An ad- 
vance of 50 cents per dozen is quoted 
effective on orders placed after April 1. 
Future sales are starting in good 
volume. 


We 


jobbers’ stocks, 


e 


cylinder, 


from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4 Ib.. 
$13.50 doz. base; double bitted, $18.50 
doz. base; good quality black un- 
handled axes, same weight, single 
bitted, $12.50 doz. base; single bitted 
handled axes, $14.50 to $21.50 per 
doz., according to quality and to 
grade of handle. 


quote 











Bicycles and Tires.—Although the 
season has not opened, the demand is 
so brisk that it is becoming difficult to 
obtain deliveries from the factories. 
Some manufacturers have made slight 
advances in prices, and others are 
looked for a little later on. 

Bolts and Nuts.—All makers ad- 
vanced prices March 1. The market 
is exceptionally firm and no further 
changes are expected immediately. 
Local jobbers continue to accept busi- 
ness at prices quoted as follows: 

We quote from jubbers’ stocks, 
f.o.b. Chicago: Large carriage bolts, 
40-5 per cent off list: small carriage 
bolts, 50 per cent off list; large sized 
machine bolts, 50 per cent off list; 
small sized machine bolts, 50-10 per 
cent off list; all stove bolts, 75 per 
cent off list; all lag screws, 50-10 per 
cent off list. 

Builders’ Hardware.—The situation is 
unchanged. Manufacturers are booked 
to capacity with orders. The demand 
for builders’ hardware was never so 
great as it is at the present time, and 
there unquestionably will be a shortage. 
Many factories are only accepting or- 
ders at prices ruling at date of ship- 
ment. 

We quote from jobbers’ stocks, 
f.o.b, Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, in 
case lots, $3.24 per doz. pr.; 4 x 4 
steel butts, old copper and dull brass 
finish, in case lots, $4.44 per doz. pr.; 
heavy bevel steel inside sets, case 
lots, $7.20 doz.; steel bit-keyed front 
door sets, $1.75 per set; wrought 
brass bit-keyed front door sets, $3.40 
per set; cylinder front door sets, 
$7.50 per set. 

Baseball Goods.—Business thus far 
has surpassed all records and the total 
volume to date makes it the biggest 
baseball goods season in history. 

Chains.—Weldless coil chains (Tenso, 
American, Lock-link, etc.) were ad- 
vanced 5 per cent. Tie out chains are 
up 5 to 10 per cent, as announced last 
week. There are no changes this week. 
Halter chains are unchanged. The mar- 
ket is firm on other items, stocks are 
complete, and sales are very active. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: %-in. proof coil chain, 
$8.75 per 100 ib.; American coil chain, 
50 per cent off list; No. 00, 414 electric 


welded cow ties, $2.85 per doz. 

Coaster Wagons and Sleds.—Jobbers 
report they are booking nice sled busi- 
ness for future delivery. Coaster wagons 
continue to be in excellent demand, and 
from all indications the business for 
1923 will be exceptionally large. 

Copper Rivets and Burrs.—Copper is 
very strong and is steadily advancing. 
Recent advances amounted to 10 per 
cent. 


We quote from jobbers’ stocks 
f.o.b. Chicago: Copper rivets and 
burrs, 35 per cent discount. 


Cutlery.— Orders are coming in 
freely and from all indications sales on 
cutlery will be exceptionally good this 
year. Very recent wage advances indi- 
cate there may be a further advance in 
pocket cutlery about April or May 1. 

Eaves Trough and Conductor Pipe.— 
Prices are much firmer, and a very sat- 
isfactory business is being booked. 
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Spring shipments are going out very 
fast. 

29-gage 5-in. 
$4.75 per 100 ft.; 29-gage 3-in. con- 
ductor pipe, $4.75 per 100 ft.; 29- 
gage, 1% x 8 in. ridge roll, $4.00 per 
100 «ft.; 29-gage 3-in. conductor 
elbows, $1.55 per doz. 

Field Fence.—Orders are coming in 
freely at the new advanced prices, and 
from all indications sales will be ex- 
ceptionally good. 

We quote from jobbers’ stocks, 
f.o.b, Chicago: Field fencing, 62 per 
cent discount from lists. 

Files.—There is some talk of ad- 
vances. Some manufacturers have an- 
nounced higher prices, but they have 
not yet become general or changed the 
local market. Sales are excellent. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 6 
per cent off list; Nicholson file 
per cent off list; Disston files, 
10 per cent off list; Black Diamond 
files, 50-5 per cent off list. 

Fishing Tackle.—Indications are that 
there will be a shortage. Prices have 
advanced on silk and cotton lines. 


Galvanized Ware.—Producers of gal- 
vanized ware are reporting further in- 
creases in costs, while jobbers are ac- 
cepting business at the old prices. 
Prices will likely go higher eventually, 
as price cutting is noticeably less. Buy- 
ing is brisk. 

We quote from jobbers’ 
f.o.b, Chicago: Competition 
ized water pails, 8-qt., $2 doz.; 
$2.15 doz.; 12-qt., $2.35 doz.; 14-qt., 
$2.75 doz.; galvanized wash tubs, No. 

1, $6 doz.; No. 2, $6.85 doz.; No. 3, 

$8 doz. 

Garden Hose.—Advances from 10 to 
15 per cent were announced in last 
week’s market, although no change has 
been made in local prices as yet. Deal- 
ers are ordering out seasonable goods 
earlier this year. Jobbers report that 
factories are behing on orders and ship- 
ments are very slow. Some jobbers are 
unable to get delivery on orders placed 
last October. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in, two-ply molded 
hose, 9% to 12%c. per ft.; %-in. cord 
hose, 8%c. to 10c. per ft.; %-in. 
wrapped hose, 13%c. per ft. 


top joint gutter, 


stocks, 
galvan- 
10-qt., 


Glass Oven Ware.—Business con- 
tinues to be very satisfactory. Prices 
are unchanged. The new nursing bot- 
tles are selling nicely. 


We quote 
f.o.b, Chicago: 
Casseroles. — Round 
doz.; No. 168, $14 doz.; 

doz.; No, 184, $14 doz. 

Casseroles.—Oval, No. 198, $12 doz.; 
No. 194, $16 doz.; No. 197, $14 doz. 

Pie Plates,—No. 202, $6 doz.; 
203, $7.20 doz.; No. 209, $7.20 doz. 

Bread Pans.—No. 212, $7.20 doz.: 
No. 214, $12 doz. 

Utility Pans.—-No. 2531, 
232, $14 doz. 

Tea Pots.—2-cup, $20 doz.; 
$24 doz.; 6-cup, $28 doz. 


from jobbers’ stocks, 
No. 


No. 


167, 


No. 


$8 doz.; No 


4-cup, 


Glass and Putty.—Replacements are 
slow, the market is firm, and the demand 
is increasing daily. 

We quote. from jobbers’ stocks, 
f.o.b. Chicago: Single strength A and 
B, up to 25-in., 85 per cent discount; 
over 25-in., 83 per cent discount: 
double strength A, all brackets, 84 
per cent discount. Putty, 100 Ib. kits, 
$3.65; commercial putty, $3.60; Gla- 
zier’s Points, Nos. 1, 2 and 3, one 
doz. packages, 65c. 


Hammers.—Manufacturers 
hind with their orders. 


are be- 
The cheaper 
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grades, especially, are scarce and show 
a tendency to advance. Prices are firm 
on all grades. 
We 
f.o.b. 


quote 
Chicago: 
nail hammers, 


from jobbers’ stocks, 
No, 11% first quality 
$12 per doz.; 12-oz. 
Ball Pein, $9 per doz.; Competitive 
forged nail hammers, $8 per doz.; 
cast steel hammer$S, $5 per doz. 


Hatchets.—The situation as to hatch- 
ets is about the same as last reported. 
Stocks are complete, and the demand 
continues to be heavy. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Size 2, extra quality, 
broad hatchets, $17.15 per doz.; com- 
petitive grade, $13.75 doz.; warranted 
shingling hatchets, No, 2, $13.15 doz.; 
Competitive forged shingling hatch- 
ets, No. 2, $9.90 doz. 


Hickory Handles.—Prices are strong, 
and the demand is heavy. Replacements 
trom the manufacturers are slow. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Hickory Handles—No. 
1 hickory axe handles, $3 per doz.; No. 
2, $4 per doz.; finest selected second 
growth white hickory handles, $6 
per doz.; special white, second growth 
hickory, $4.50 per doz.; No. 1 hatchet 
and hammer handles, 90c. per doz.; 
second growth hickory hatchet and 
hammer handles, $1.40 per doz. 


Hinges.—While there has been no 
change in price on hinges since last re- 
ported, the market is very firm, and 
a large volume of business is being 
booked by both the manufacturer and 
the jobber. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges in 
bundles, 4-in., $1.02; 5-in., $1.24; 6-in., 
$1.70; 8-in., $2.80; 10-in., $4.30 per 
doz. pairs. Extra heavy T hinges in 
bundles, 4-in., $1.56; 5-in., $1.65; 6-in., 
$2.05; 8-in., $3.51; 10-in., $5.10 per doz. 
pairs. 

Ice Cream Freezers.—Prices remain 
unchanged. Business is reported very 
satisfactory. Spring orders have been 
shipped and were reported to be fairly 
heavy. 

We 
f.o.b. 
1-qt., 
4-qt., 


jobbers’ stocks, 
Chicago: Peerless and Alaska, 
$2.95; 2-qt., $3.45; 3-qt., $4.10; 
5, less 20-10 per cent. 
Mountain, %-qt., $3.50; 1-qt., 
2-qt., $5.70; 3-qt., $6.90; 4-qt., 
6-qt., $10.50; 8-qt., $13.50; 
12-qt., $21.60, less 50 per cent. 
1-qt., $3.80; 2-qt., $4.60; 3-at., 
4-qt., $6.80; 6-qt., $8.607 8-qt., 
$11.10, less 50 per cent. 


quote from 


Incubators.—Although the manufac- 
turers have been working on night 
shifts for over sixty days, they are 
about six weeks behind with their or- 
ders. Dealers continue to specify 
freely. 

We quote from jobbers’ 


f.o.h. Chicago: Incubators, 
discount from all lists. 


stocks, 
35 per cent 


Lanterns.—Sales on lanterns, natur- 
ally at this season of the year, are not 
at their peak. Jobbers report they are 
receiving very satisfactory orders. 


We quote from jobbers’ 
f.o.b. Chicago: No. 0 tubular, $6.90 
per doz.; Monarch tin lanterns, hot 
blast, $8.25 per doz.: No. 2 Dietz lan- 
terns, cold blast, $13 per doz.; with 
large founts, $14.25 doz.; scout, $6 
per doz.; the Little Wizard, $8.50 per 
doz. 


stocks, 


Lawn Fence and Gates.—Orders are 
being booked in excellent volume. Prices 
are firm. 

We 

f.o.b. 


quote from jobbers’ stocks, 
Chicago: Lawn fence, 58 per 
cent discount;; galvanized gates, 45 
per cent discount; painted gates, 55 
per cent discount. 


March 22, 1923 


Lawn Mowers and Grass Catchers.— 
There has been a tendency on the part 
of a great many dealers tu increase 
their specifications on lawn mowers, in 
anticipation of the heavy demand that 
is expected this season. Manufacturers 
continue to work to capacity, and a pos- 
sible shortage may be expected later on. 

We quote from jobbers’ stocks 
f.o.b. Chicago: 12-in., $5.20 each net; 
14-in., $5.50 each net, 16-in., $5.85 
each net; 18-in., $6.20 each net; ball 
bearing lawn mowers, 4 blades, ad- 
justable bearings, 8-in. drive wheels, 
finished in gold, aluminum and blue, 
14-in., $7.50 each net; 16-in., $7.80 
each net; 10%-in. raised open drive 
wheel, 4 tempered steel blades, ree! 
6-in, diameter, finished in aluminum, 
gold and green, red and gold striped, 
$9.50 each net. Some, 16-in., $9.95 
each net; some, 18-in., $10.45 eacii 
net; 20-in., $11.15 each net. 

Grass catchers, wire frame, adjust- 
able heavy iron bottoms, white duck, 
for mowers 12 to 16-in., $9 per doz., 
net. Same for mowers 16 to 20-in., 
$10.50 per doz. net. 


Nails.—Some firms are asking $3.80 
per keg base for nails; however, local 
jobbers’ prices for the most part are 
still holding at $3.55. There continues 
to be a shortage of some sizes. Jobbers 
report they have fair stocks on hand 
of standard sizes, but deliveries from 
mills at present are slow, and indica- 
tions do not point to much improvement. 


We quote from jobbers’ 
f.o.b. Chicago: Common wire nails, 
$3.55 per keg base. The extra for 
galvanized nails is now $1.50 for 1-in. 
and longer; $2 for shorter than 1-in. 


Paints and Oils.—There 
change in local markets. 
firm. 

We quote 

f.o.b. Chicago: 

Linseed Oil.—Raw, barrel lots, $1.17 
per gal.; 5-barrel lots, $1.12 per gal. 


Linseed Oil.—Boiled ‘barrel lots. 
$1.19 per gal.; 5-barrel lots, $1.14 per 


gal. 
$1.77 


Turpentine.—In 
gal. 

Denatured Alcohol.—In barrels, 46c. 
per gal. 

White Lead.—100-lb. kegs, 14%c. 
per Ib. ; 50-lb. kegs, 14% c. per Ib.; 25-Ib. 
kegs, 14%c, per Ib.; 12%-Ib. kegs, 15c. 
per lb. 

Dry Paste.—In barrels, 6%4c. per Ib. 

Sheilac.—(4-lb. goods) white, $4.25 
per gal.; orange, $4 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ibs. 


Roller Skates.—Prices are higher and 
goods are scarce. Sales are exception- 
ally large, and another advance is ex- 
pected. Factories are behind on orders. 


stocks, 


was no 
Prices are 


from jobbers’ stocks, 


barrels, per 


Rope.—Sales show a liberal increase. 
Prices are unchanged. Current orders 
are good. Spring orders are just being 
shipped. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: First quality manila 
rope, standard brands, 18%c. to 20%c 
per lb.; No. 2 manila rope, 17c. to 
18%c. per lb. base; so-called hard- 
ware grade manila rope, 17%c. per 
lb.; No. 1 sisal rope, highest quality. 
standard brands, 14%4c. to 16%c. per 
Ib. base; No. 2 sisal rope, standard 
brands, 134%c, to 15e. per Ib. base. 


Sash Cord.—Sales are very active. 
Manufacturers are exceptionally busy 
and are talking of another advance, due 
to cotton advances and large demand 
due to building. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: No, 7 standard brands 
$10.80 per doz. hanks; No. 8, $12.50 
per doz. hanks, 
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Screen Doors.—A large volume of 
business is expected this spring. Prices 
are unchanged. ™ 


We quote from jobbers’ stocks. 
f.o.b. Chicago: No. 241, 2 ft. 6 in. x 6 
ft. 6 in., $28.80 per doz.; 2 ft. 8 in. x 
6 ft. 8 in., $21.75 per doz.; 2 ft. 10 in. 

x 6 ft. 10 in., $22.80 per doz.; 3 ft. x 7 ft., 

$23.80 per doz.; No. 286, 2 ft. x 6 ft.. 

$27.15 per doz.; 2 ft. x 8 ft., $28.20 per 
doz.; 2 ft. x 10 ft., $29.55 per doz.; 3 ft. 

x 7 ft., $30.65 per doz. 

Shearing and Clipping Machines.— 
Prices on these lines may be advanced 
if present cost of labor and materials 
continues to increase, and manufactur- 
ers report an excellent volume of busi- 
ness. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Stewart No. 1 ball- 
bearing clipping machine, $10.75; No. 
360 top plate, $1; No. 361 bottom 
plate, $1.50; dealer’s discount 25 per 
cent. Stewart electric clipping ma- 
chine, all standard voltages, hanging 
type, $80; pedestal type, $85; dealer's 
discount 25 per cent. 


Screws.—While there has been no 
change in prices, and it is question- 
able whether or not there will be an 
advance, however, there are some of 
the manufacturers who have intimated 
that prices might stiffen. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 82-5 per cent new list; round 
head blued, 75-20-5 per cent new list; 
flat head brass, 78-5 per cent new 
list; round head brass, 70-20-5 per 
cent new list; japanned, 70-20-5 per 
cent new list. 


Solder and Babbitt Metal.—Solder 


Office of HARDWARE AGE, 
410 Unity Building. 
Boston, March 17. - 

T cannot be said the first fifteen 

days of March witnessed as great 
« demand for hardware as in the cor- 
responding period of February. Col- 
lectively there is a falling off, say the 
shelf hardware jobbers, but the demand 
for certain things, notably poultry sup- 
plies, wire cloth, screen doors, nails 
and a few other items, is so tremendous 
that the average holds up fairly well. 
Weather is the prime factor in the 
slowing up in business. The average 
retail dealer did comparatively little 
business in January and February and 
not much better so far this month. 
Snow storms, one after the other, have 
kept people indoors, and collections 
recessarily have been poor. The latter 
are reflected in the credit situation, 
according to jobbers. 

As a rule, the retail trade buying 
through shelf hardware houses is 
fairly well covered on goods wanted 
next fall and winter, but cannot be 
said to be so on spring goods. Its not 
being well covered on spring goods 
most likely will result in another siza- 
ble market flurry of buying a little 
later. It should be remembered that 
labor is well employed throughout New 
England and well paid; that savings 
banks accounts are growing very rap- 
idly; that a potential buying power is 
being built up that is sure to be re- 
leased when snow leaves the ground 
and the good old green grass makes 
its initial appearance. When that 
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High 
Prices 


again advances 1 cent per Ib. 
speed babbitt, 2 cents per lb. 
on all metals are very strong. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 solder, 
$31 per 100 lbs.; medium 45-55 solder, 
$30 per 100 Ibs.; tinners’ 40-60 solder, 
$29 per 100 Ibs.; high speed babbitt 
metal $22 per 100 Ibs.; standard No. 

4 babbitt metal, $12 per 100 Ibs. 

Steel Goods.—Requests for early ship- 
ments are coming in from all sections, 
which indicates that dealers expect a 
strong demand and want ito forestall 
any possible shortage in the market. 
Factories are behind on their orders 
and unable to run on regular schedules 
on some goods because of the mills’ 
inability to ship steel promptly. 

Stove Pipe and Elbows.—Prices are 
very strong, with future advances ex- 
pected. Some manufacturers have al- 
ready withdrawn from the market. No 
reduction seems possible this year. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage 6-in. Nested 
Blued Pipe, 14c. per joint; 30-gage 6- 
in. Nested Blued Pipe, 13c. per joint; 
28-gage 6-in. Blued Corrugated El- 
bows, $1.50 per doz.; 30-gage 6-in. 


Blued Corrugated Elbows, $1.35 per 
doz. 


Steel Sheets.—Local stocks are still 
complete, but delays in shipment must 
be expected later on. Mills are booked 
with orders far ahead. Many of the 
independents have advanced prices still 
more than the Steel Corporation ad- 
vance recently reported. For the pres- 
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time arrives, the retailer will find dif- 
ficulty in meeting demands made upon 
him for garden tools, seeds, insecti- 
cides and numerous other merchandise. 

Mill supply houses and heavy hard- 
ware jobbers are doing well. Their 
sales are even larger than last month, 
reflecting greater activity in indus- 
trial New England. They, as well as 
the shelf hardware jobbers, are having 
difficulty in getting prompt shipments 
from mills and manufacturers, conse- 
quently stocks of certain things, at 
least, have holes in them. In jobbing 
circles the fear that high prices would 
not last long is beginning to be dis- 
pelled. 

Automobile Accessories. — Effective 
March 15, prices on United States Tire 
Co. casings and tubes are 10 per cent 
higher. Other makers of casings and 
tubings have not advanced their prices, 
but indications are they will do so be- 
fore the close of this month. 

Barrows.—Sufficient additional orders 
for garden barrows have been booked 
by the jobbing trade within the past 
fortnight to warrant the statement that 
stocks in their hands will clean up well. 
And yet it does not appear that the re- 
tail hardware trade in general is cov- 
ered. If such should prove the case, a 
real searcity is likely to develop in the 
wholesale market later. Nothing new 
has developed in prices recently. 

We 
stocks: 

Barrows.—Garden, standard makes, 
good quality, No. 4, $5.75 each; in lots 

of six, $5.50 each, Canal, No. 120, 


$3.50 each; No. 75A, steel gray, $6.50 
each. 


quote from Boston jobbers’ 
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ent, local prices remain as quoted: 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.85 per 100 lb.; 28-gage black 
sheets, $5.00 per 100 Ib. 

Wire Goods.—There unquestionably 
will be a shortage of poultry netting 
and wire cloth this spring. Nearly all 
of the large producers of these two 
items are out of the market for the 
time being, having more orders booked 
than they can possibly fill. There con- 
tinues to be a heavy inquiry for hog 
and cattle wire. Some advances have 
been reported on wire, but local prices 
are still unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.55 per 100 lb.; cateh weight 
spool galvanized cattle or hog wire, 
$4.20 per 100 lb.; 80-rod spool galvan- 
ized hog wire, $3.67 per spool; No. 9 
galvanized plain wire, $4.15 per 100 
lb.; polished fence staples, $3.85 per 
100 1b.; catch weight spools painted 
barb wire, $3.85 per 100 Ib.: 12 mesh 
black wire cloth, $1.90 per 100 sq. ft.: 

12 mesh galvanized wire cloth, $2.20 

per 100 eq. ft.; galvanized before poul- 

try netting, 55 per cent discount: gal- 
vanized after poultry netting, 50 per 
cent discount. 

Wheelbarrows.—Prices are strong 
and, owing to increased activities in 
building, wheelbarrows continue to be 
in excellent demand. 

We quote from jobbers’ stocks. 
f.o.b. Chicago: No. 4, Tubular, $6.50 
each; No. 14, Steel tray and leg, con- 
tractor’s barrow, $6 each; Competi- 
tive grade, steel tray, $4 each; Com- 
mon wood, bolted, $3 each; Steel leg, 
garden barrows, $5 each. 


Blacksmith Supplies. — Makers of 
files, contrary to general belief in local 
hardware circles, have not advanced 
prices. They have, however, in some 
instances at least, added 10 per cent to 
the cost of horseshoe rasps. Toe calks 
have been advanced 10 cents per box 
and axles 1 cent per lb. Otherwise, 
horseshoe supply prices are as hereto- 
fore. The demand for this class of mer- 
chandise is remarkably good for this 
time of the year and embraces every- 
thing in the department. 

We 
stocks: 

Anvils.—Standard 
Ib. 

Axles.—Square bed, drawn bed and 
one-piece, under 2%-in., 12c. per Ib.; 
square bed, drawn and one-piece, 
2%-in. and 3 in., lle. per Ib., coach 
bed axles, 12%c. per Ib. 

Springs.—Common wagon and car- 
riage springs, 12c. per Ib. base. 

Horseshoes.—_We quote from job- 
bers’ stocks: Standard makes in 100- 
Ib. kegs to dealers in Maine, New 
Hampshire, Vermont, Massachusetts 
and Rhode Island points, $7 per keg 
base. Base prices are for No. 2 or 
larger. To Connecticut, blacksmiths 
and consumers the base price is $6.75 
per 100-lb. keg. No freight is allowed 
on store shipments. 

Fancy Shoes.—Side weight, 911.50 
per keg; track side weights, $11.75; 
toe weights, $10.25; steel shoes, $8.75; 
toe creased, $7.25; side wear, $9.25; 
calked, $9.25; extra light 
$9.75; iron countersunk, $7.75; 
countersunk, $9.50; tips, $8.75; light, 
driving, $8.75; featherweights; 98.75; 
all assorted shoes, 50c. per keg extra. 

Welded Toe Calks.—Dull, $2.25 per 
box; sharp, $2.50; blunt heel, $2.40; 
sharp heel, $2.65. 

Nalls.—Horseshoe, A 
Brighton and Crown, No. 5, $5.40 
per keg; No. 6, $4.90; No. 7, $4.70; 
No. 8, $4.55; Nos. 9, 10 and 11, $4.40; 
Leader, No. 5, $5.05 per keg; No. 6, 


quote from Zoston jobbers’ 


makes, isc. per 


Reliance and 
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$4.70; No. 7, $4.50; No. 8, $4.35; Nos. 

9, 10 and 11, $4.25. When less than 

25 lb. of a size is wanted, an extra 

charge of 1c. a pound is made. 

Rasps.—Heller, 65 and 10 per cent 
discount; Superior, etc., 75 per cent 
discount; Stokes, 11 per cent dis- 
count. 

Bolts and Nuts.—As was intimated 
last week, jobbers this week marked 
up their prices on bolts and nuts. A 
few items did not change, but the ad- 
vance nevertheless averages about 10 
per cent. The demand for bolts and 
nuts shows a steady expansion not only 
in volume, but in the size of individual 
orders as well. 

We quote from Boston jobbers’ 
stocks: 

Boits.—Machine bolts with H. P. 
nuts % x 4 in., shorter and smaller 
cut threads, 30 and 5 per cent dis- 
count; larger and longer, 25 per cent 
discount; with C. T. & D. nuts, 35 
per cent discount; tap bolts, list; 
common carriage bolts, 25 per cent 
discount; Empire tire bolts, 50 per 
cent discount. Stove bolts, 65 and 5 
per cent discount; bolt ends 30 per 
cent discount; tire bolts, 45 per cent 
discount. 

Nuts.—H. P., all kinds, list; C. P. 

& T., all kinds, $1 off list; check 

nuts, list; semi-finished hexagon nuts 

x -in. and smaller, 60 and 10 per cent 

iscount; larger, 50 and 10 per cent 
discount; finished case-hardened 
nuts, 50 per cent discount. 

Casters.—Local jobbing prices on 
Gem casters have been advanced about 
10 per cent to conform with a rise in 


list prices issued by the makers. 


Copper Rivets and Burrs.—The Atlas 
Tack Co. has revised its prices on cop- 
per rivets and burs, the _ uplift 
amounting to about 124% per cent on 
the average. Other makers are, it is 
helieved, about to take similar action. 

Cultivators.—Cultivators are begin- 
ning to move out of jobbers’ stocks in 
fairly large volume. The wholesale 
houses are not, however, in view of the 
general transportation situation, get- 
ting goods from the manufacturers as 
fast as desired. New business is devel- 
oping each day, but buying indicates 
the bulk of the retail trade is fairly 
well covered. 

We 
stocks: 

Midget, $3.35 per doz.; three-prong 
cultivators, $6.45 per doz.; five-prong 
cultivators, $8.65 per doz.; all prices 
net. 

Cutlery.— Announcement is made that 
Landers, Frary & Clark, New Britain, 
Conn., has dropped its white bone-han- 
dled line of table knives and forks. 
Insofar as cutlery prices are concerned 
no changes of great importance are 
noted of late. In relation to prices, it 
is interesting to note that those quoted 
on imported goods are 25 per cent or 
more higher than on Jan. J, bringing 
them up to a cost basis so close to the 
American goods, which are far superior 
in workmanship, there is little incen- 
tive now to even consider cutlery made 
on the other side of the water. 

We jobbers’ 
stocks: 

Universal Line.—Straight shears, 
japanned, 5\%-in., $7 per dozen, net; 
6-in., $7.35; 64-in., $7.75; T-in., $8.15; 
7%-in., $8.65 8-in., $9.15; 8%-in., 910; 
9-in., ; 10-in., $14. Nickel plated, 
5%-in., $8; 6 in., $8.35; 6%-in., $8.75; 

“s 9.15; 7%-in., $9.75; 8-in., 
; &8%-in., $11; 9-in., 912.75; 10- 
in., $15.75. 

Barbers’ Shears.—Nickel plated, 7- 
in., $9.25 net per dozen; 7%-in., $9.75; 
8-in., $10.25. Japanned, 7-in., $8.25; 
7%-in., $8.75; 8-in., $9.25. 


quote from Boston jobbers’ 


quote from Boston 
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Scissors.—Embro:dery, 3%-in., $7 
per dozen, net; 4-in., $7.65. Ladies’, 
4-in., 97.65; 4%-in., $8; 5-in., $8.50; 
5%4-in., $9; 6-in., $9.75. 

Fishing Tackle.—Aside from a gen- 
erally firmer undertone to prices, the 
market for fishing tackle is running 
along in a satisfactory manner. In- 
coming business is slightly larger than 
the average jobbing house anticipated. 
This, in connection with business placed 
some time ago, against which shipments 
are being made, is keeping the jobbing 
trade on its toes. Higher costs of raw 
cotton, lead and the many other things 
entering into the manufacture of fish- 
ing tackle tend to hold back produc- 
tion, and as the year advances it grows 
more evident that there will be a short- 
age, on some items, at least. 

Glass.—Indications clearly point to a 
rather better than usual spring demand 
for window glass. The makers of glass 
themselves are beginning to get some 
flattering orders from various impor- 
tant distributors, and it is a foregone 
conclusion that such business will 
sonner or later be reflected in hard- 
ware circles. One of the best mediums 
for the sale of window glass at this 
time of the year is among that class of 
trade that go in for vegetable hot beds. 


We quote from Boston jobbers’ 
stocks: 

Window Glass.—Single A, 5 
bracket, 85 per cent discount, 34 to 
40 bracket, 84 per cent discount, 
larger 82 per cent discount. Double 
A, all sizes, 83 per cent discount. 
Single B, 25 bracket, 86 per cent dis- 
count, 34 to 40 bracket, 85 per cent 
discount; larger, 83 per cent discount. 
Double B, all sizes, 86 per cent dis- 
count. 

Gloves.—Jobbing prices on cotton 
gloves have been marked up about 10 
per cent. Jobbers have begun getting 
some excellent business for next fall 
celivery. If what the Government says 
is true, it looks very much as though 
cotton would be scarce and high for 
some time. 


Guns and Ammunition.—As intimated 
last month, retail dealers in quite a few 
instances are taking no chances of get- 
ting left on certain kinds of guns re- 
quired next fall and are placing orders. 
Up to date, it is reported, more gun 
and ammunition business has_ been 
placed with jobbers for fall delivery 
than ever before in the history of the 
hardware trade. Drop shot has been 
advanced 10 cents per package. Re- 
vised prices follow: 

We quote from 
stocks: 

Ammunition.—Loaded 
and 1 per cent discount; rim fire’ 
eartridges, 25 per cent discount, 
center fire cartridges, 18 per cent dis- 
count. 

Drop Shot.—Smaller than B, $2.80 
per bag; B and larger, $3.05 per bag; 
Air rifle, Boy Scout, shot, $4.95 per 
case. 

Guns.—Baker line, Batavia Leader, 
$32 each net; with ejector, $44.50. 
Black Beauty, $50; with ejector, 
$62.50. Paragon, $82; with ejector, 
94.50. Expert with ejector, $165; De 
4uxe with ejector, $320. War tax in- 
cluded in the above prices. 


Home Needs.—Effective April 1, the 
Universal line of electrical home needs 
vill be advanced. Full details are lack- 
ing at the moment. 

Hose.—The continued advance in raw 
cotton and rubber evidently has im- 
pressed the retail trade of the neces- 


Boston jobbers’ 


shells, 25 
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sity of getting in under cover on rub- 
ber hose. At least the volume of busi- 
ness booked by the jobbing trade with- 
in the past fortnight would suggest so, 

We quote from Boston jobbers’ 
stocks: 

Rubber Hose.—Milo, 12% ec. 
foot; Goodluck, 11%c.; Bull Dog, 14%. 
Lawn Mowers.—Everything points 

to a good year in lawn mower sales. 
The jobbing trade already have con- 
tracted to deliver quite a sizable lot of 
the different makes offered by them. 
The average retail dealer has not 
bought heavily, but has, however, pro- 
vided a good assortment of sizes and 
makes in his specifications to jobbers. 

We quote from Boston jobbers’ 
stocks: 

Lawn mowers, low grades, 14-in., 
$5.50 each; 16-in., $5.75; 18-in., $6.25. 
Medium grade, ball bearings, 16-in., 
$8 each; 18-in., .388. High grade 
ball bearings, five-blade, 14-in., $12; 
16-in., $13; 18-in., $14; 20-in., $15. 
Lead.—An additional 4 cent per lb. 

has been added to the cost of sheet lead 
by manufacturers and jobbers, bring- 
ing the aggregate advance for the past 
month up to an even 1 cent. The pros- 
pects for lower lead values within the 
next few months are not bright. Pro- 
ducers of pig lead are decidedly back- 
ward on deliveries and with mining 
labor scarce and transportation faulty, 
the likelihood of their catching up with 
the current needs of the country look 
rather slim, for the next two months, at 
least. 

We quote from Boston jobbers’ 


ocks: 
Sheet lead, 15c. per Ib. base list. 


Letter Boxes.—The Government re- 
cently again made quite clear that it 
could not be held responsible for the 
delivery of mail if people did not pro- 
vide some means of safeguarding after 
the postman leaves the locality. This 
announcement has further stimulated 
the demand for all kinds and makes of 
letter boxes. The market here being 
extremely short of goods, jobbers have 
resorted to express shipments to fill 
the most urgent retail hardware deal- 
ers’ needs. Prices recently were ad- 
vanced in a jobbing way to $5.40 to $18 
per dozen. 


per 


st 


Papers.—In common with Bermico 
paper, which was advanced a week ago, 
tarred felt paper has been moved up 
$1 a ton to an even $60. 


Roofing Paper.—Bermico paper, 985 
per ton, f.o.b. Boston stock. Tarred 
felt paper, $60 per ton from stock. 
Sheathing paper, direct factory ship- 
ment, $68.50 a ton, 


Poultry Supplies—As one _ jobber 
puts it, the incubator business is becom- 
ing as acute as was the coal during the 
past winter. Under existing conditions 
it is impossible to satisfy requirements. 
At least one of the largest jobbing 
houses, in order to satisfy urgent 
demands, within the past week had 
a carload of incubators come from 
Springfield, Ohio, by express. The 
additional cost of getting these in- 
cubators here has gladly been assumed 
by the retail dealers buying. At least 
one fly in the ointment is the fact that 
the Government has been after jobbers 
for two styles of incubators to give 
soldiers who desire to go into the 
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poultry raising business. The Govern- 

ment’s demands upon jobbers have 
been pressing, but unavailing most of 
the time. The Government is now be- 
ginning to buy day old chickens and 
brooders in place of incubators. Poul- 
try netting is going big, both old and 
new business being under consideration 
of the jobber. 


We quote from Boston jobbers’ 
stocks: 

Brooders. —National line, A, 500 
chick capacity, $21.50 each; B, 1000 
chick capacity, $26.50 each. Less 30 
per cent Ciacount to the trade. Blue- 
flame, No. 27, $17.50; No. 28, $20; No. 
29, $22.50 ¥.% list. 

incubators.—Buckeye line, No. 
$37.50 oe. A? No. 2, $44.5 : 
$57.75; 68: No. 5, fe: 
$16.50; No. te $27.50; No. 17, $36.75. 
Discount from stock, 30 per cent. 
From ——ve Springfield, Ohio, f.o.b., 
35 per cen 

Poultry = store, 40 
and 10 per cent off list. From fac- 
tory, 50 and 5 per cent discount, f.o.b. 
Pittsburgh, on any size of netting 
galvanized after weaving. For net- 
ting galvanized before weaving an 
extra 10 per cent is charged. 

Staples.—Galvanized poultry, from 
store, $5.90 per cwt. (in 100 lb. kegs); 
from the factory, in carload lots, $4.80 
f.o.b. Pittsburgh; in less than car- 
loads, $5.05. From store, in 10-Ib. 
cartons, $6.90; 1-lb. papers, $7.90; 
%-Ib. papers, $8.90; %4-lb. papers, 
$9.90. 

Troughs.—Royal feed, 12-in., $2.50 
per doz., list; 18-in., ; 24-in., $4, 
Discount 33 1-3 per cent. 

Ag sg Yo g” galvanized drink- 
ing, 1 ad 4 per doz., list; 2-qt., $5; 
4-qt., $6; Mason jar, galvanized, $1. 25. 
Charcoal tin, $1.75 per doz. 


Roller Skates.—It is becoming more 
and more evident there will not be 
enough roller skates to go around this 
season. Incoming business is even 
larger than jobbers banked on, and the 
manufacturers are so far behind on 
deliveries it is extremely doubtful if 
they will be able to catch up with 
demands made upon them. Prices are 
very firm on all makes and kinds of 
roller skates, 


We quote 
stocks: 


Roller Skates.—Children's, plain 
bearing, 70c. per pair net; boys’ and 
girls’ plain bearings, $1 per pair net; 
ball bearing, $1.65 per pair net. 
Rope.—Small rope is having an ex- 

cellent call, say the jobbers, largely 
from retail dealers having a call from 
people owning sail boats, etc. In addi- 
tion, the consumption of rope this win- 
ter seems to have been better than 
usual. 


from Boston jobbers’ 


Office as" HARDWARE AGE, 
02 Park Building, 
+ oh ng March 17. 


CLEAR idea of the tremendous ac- 
£\. tivity that exists in operations to- 
day in the steel trade can be formed 
when we state that this country is now 
producing steel at the rate of 44,000,000 
tons of steel ingots per year, the high- 
est rate of production ever reached. 
Pig iron production is also nearly at its 
peak, and March will show the largest 
output that this country has had in 
some years. The mills of the Steel 
Corporation are now operating close to 
95 per cent of capacity, while the inde- 
pendent steel mills are averaging bet- 
ter than 85 per cent. This heavy steel 
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quote from Boston jobbers’ 
stocks: 

Rope.—Manila, 21ic. per lb. _ Sisal 
rope, 17c. per lb. Hay rope, two-ply, 
1l6c, per Ib. Lath yarn, C133 thread, 
15e. per 1b.; D200 thread, 16c. 


Screen Cloth and Screen Doors.—A 
majority of the jobbers in this section 
of New England have about all the 
screen cloth and screen door business 
they possibly can handle this season. 
Several of them have already stated 
they are sold out and probably cannot 
secure additional goods to sell. 

We quote 


stocks: 

Screen Cloth.—Black, 12-mesh., 
$2.25 per 100 sq. ft.; 14-mesh, 92.75: 
16-mesh, $3.25. Opal, 12-mesh, $2.80 
per 100 sq. ft.; 14-mesh, $3.30; 16- 
mesh, $3.80; all from Boston store. 
Direct mill ——— f.o.b. Pitts- 
burgh, black, mesh, $2; 14-mesh, 
2.50; 16- mesh, $3. Opal, 12-mesh, 
$2.50; 14-mesh, $3; 16-mesh, $3.55. 
Bronze screen cloth, widths 24-in. to 
48-in., from stock, 7%c. per sq. ft., 
factory, 7%4c. An extra charge is 
made on other sizes of bronze cloth. 


from Boston jobbers’ 


Screws.—No change in wood screw 
prices is reported, but a few revisions 
in machine screws, etc., have been 
made. Lag screws, for instance, have 
been marked up 10 per cent, and cap 
and set screws slightly more. 

We 
stocks: 

Wood Screws.—Flat head bright, 
77% and 5 per cent discount; flat 
head blued, 77% and 5, plus 5 per 
cent discount; round head blued, 75 
and 5 per cent discount; flat head 
brass, 72 and 5 per cent discount; 
round head brass, 70 and 5 per cent 
discount; flat head galvanized, 62% 
and 5 per cent discount; flat head 
nickel and round head nickel, 65 and 
5 per cent discount. 

Machine Screws, etc. — Coach 
screws, 50 per cent discount; set 
screws, including headless, 50 and 10 
per cent discount; cap screws, square 
and hexagon 50 and 10 per cent dis- 
count, flat head cap, 20 per cent dis- 
count, fillister cap, 33% per cent 
discount; lag screws, 40 per cent dis- 
count; iron machine screws, flat and 
round head, 60 per ont discount 

Screen Doors.—No. 241, 2 x 6 x 6 
$20.80 per doz.; 2 x 8 x 6, $21.75; 2 
10, $22.80; 3 x ”, $23.80. 5 c 
6, $28.40; 2 x 8, ’$29. 60; 2x 10, $30 00 
3x 7, $32.10. No. 457G, 2° x 6. $24.45 
2x &, $25.75; 2x 10, $27 kB 
$28.60. All prices net, fy phe, A 

10 per cent discount is allowed on 
direct factory shipments. 


quote from 3oston jobbers’ 


Silverware.—A general marking up 
in prices on the universal line of over- 
laid silverware is announced. 


Sleds—With several feet of snow 
remaining in many parts of New Eng- 
land it hardly seems possible that sleds 


PITTSBURGH 


output is being absorbed by consumers 
faster than it is being turned out, as 
there is hardly a steel mill anywhere 
that is not away back in deliveries to 
its customers. 

Prices show no signs of standing 
still, but are going still higher, and now 
there are whisperings that the present 
high prices of steel, and they are high, 
may soon have the effect of materially 
cutting down consumption. Recently a 
large hotel project in Chicago, on which 
many millions of dollars would have 
heen spent, was postponed for at least 
two years, due to the excessive high 
costs of labor and also partly because 
of the high costs of the steel that would 
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for retail sale next Christmas could 
interest anybody. It is a fact, how- 
ever, that jobbers have sold approxi- 
mately 87% per cent of their flexible 
fliers for fall 1923 delivery. They have 
been informed by the manufacturers 
that no more business will be accepted 
by them. The season of 1922-23, with 
all its snow, will go down in hardware 
history as one of the most profitable 
for the retail hardware sled business. 
It is safe to assume that the average 
retail dealer will carry over practically 
nothing in the sled line this season. 

from Boston 


quote jobbers’ 


lists: 

Sieds.—Allen Flexible Flier 
from stock, No. 1, $3.75 each list; No. 

2, $4.50; No. 3, $5.75; No. 4, $6.25; No. 

5, $8.50; racer, $6, Junior racer, $5; 33 

1-3 per cent ‘discount; from factory, 

35 per cent discount, f.o.b. Phila- 

delphia; Paris Mfg. Co. line, 40 per 

cent discount from list. 

Washers.—A slight upward adjust- 
ment in cut washer prices has been 
made by the jobbing trade here. Other- 
wise washer prices remain unchanged. 

We quote 
stocks: 

Cast washers, %-in. and smaller, 
5\4c. per lb.; larger, 4% c. per lb.; cut 
washers, 200- Ib. kegs, list less 2c., in 
full kegs with regular extras for 
broken kegs; malleable washers, 15c. 
per lb. 


Washing Machines.—The Blue Bird 
line of washing machines has been ad- 
vanced from $85 net each, to $95. Up 
to date the other washing machine 
makers have not advanced their prices. 

Watches.—The Ingersoll Watch, 
heretofore, 95 cents, early this month 
was marked up to $1.11, due to unusual 
labor conditions. Following this ad- 
vance, there has been another advance 
to $1.27, and a slight change in the 
model. 

We quote 


Watches, 
each; Comet, 


line, 


from Boston jobbers’ 


stocks: 


from jobbers’ 
Waterbury, Petrol, $1.10 
$1.90; Jewel, $2.35; 
Mate, $2.35; Leonard watches, all 
common finishes, 95c. each; Dutch- 
ess and Earl, $2.35. 


Wire Goods.—Jobbers have advanced 
their prices on bright wire goods about 
10 per cent to conform with new lists 
issued by the manufacturers. 

Zinc.—Sheet zinc has been advanced 
another notch, now being quoted at 
16%, cents a pound in 600 lb. cask lots, 
and higher in proportion, as the weight 
of the package diminishes- 


have been used in the building of the 
hotel. From the West come reports 
that the railroads may postpone the 
placing of some car orders that were 
being figured on, the cost of steel cars 
having gone up to an almost prohibi- 
tive figure. 

Advances in prices of finished steel 
rroducts in the past pepe were con- 
fined mostly to plates and sheets. There 
is a shortage in supply of both these 
materials, and for fairly prompt ship- 
ments premiums are readily paid. The 
regular price of plates is about 2.25 
cents, but 2.50 cents and even 2.60 cents 
is being paid for early delivery. On 
sheets premiums of $5 per ton over 
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regular prices are being obtained by 
mills that can ship out fairly prompt- 
lv. Prices of blast furnace coke have 
gone up $1 per ton or more in the past 
week, due to the heavy demand for do- 
mestic use and also to foreign inquiry, 
some heavy sales of coke having been 
made for export shipments, and the 
higher prices on, coke mean _ higher 
costs for making iron. 

There is a heavy demand for struc- 
tural steel for building purposes, actual 


orders placed in the past week amount- - 


ing to about 30,000 tons, and some heavy 
inquiries are in the market. The out- 
look for the steel trade is fine, the 
great danger that confronts the mar- 
ket now being inflated prices and also 
the fact that there is a good deal of 
speculative buying. 

Moderate advances in prices on some 
lines of hardware were made in the 
past week, but the impression is strong 
among jobbers that the market is amply 
high and that any further advances are 
to be discouraged. It is known that 
some leading makers of hardware prod- 
ucts in different parts of the country 
have lately been in touch with large 
jobbers, getting their ideas as to prices, 
with particular reference to higher 
prices, and the jobbers to a man have 
advised that any higher market is not 
desirable, and that if prices are made 
any higher than they are now, it is 
going to hurt trade and will cut off de- 
mand. There has been a good deal of 
speculative buying by both jobbers and 
retailers, and manufacturers are trying 
to discourage this as much as they can. 
Part of the heavy buying since the first 
of the year has been due to the fear that 
supplies of goods will not be large 
enough to meet spring demand, but a 
good part of it has been speculative. 

Trade is good, and March is expected 
to show a large increase over the same 
month last year. It is believed the ex- 
pected shortages in some lines, notably 
wire cloth, poultry netting, garden tools 
and other lines, will not occur. Deliv- 
eries by the railroads remain slow, but 
makers of the lines that are in the 
greatest demand are running their 
plants night and day, and are turning 
out enormous quantities of goods. For 
this reason it is figured that there will 
be enough to go around. 

Prices remain very firm, and collec- 
tions are reported as satisfactory. 

Automobile Accessories.—Output of 
automobiles in February amounted to 
270,995 cars, and this month will beat 
that record by many hundreds. This 
gives some idea of what may be ex- 
pected this year in business in acces- 
sories, the local trade saying they are 
looking for the biggest year they have 
ever had. Announcement is made that 
the United States Tire Co. has aa- 
vanced tires 10 per cent, effective March 
15. Prices on everything that goes on 
a car are very firm, and the volume of 
trade is heavy. 


We quote from jobbers’ 
f.o.b. Pittsburgh, as follows: 
Millers Falls, No. 145 Jacks, we 75; 
Reliable jacks, No. 1, .83 
$3.33, in lots of 12; 


stocks, 


Derf spark y~ SRY 
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95c. each for all sizes in lots less than 
50; Champion X spark plugs, 45c. 
each for less than 100, and 43c. each 
for over 100; Champion regular, 53c. 


Axes.—Makers will make no change 
in prices of axes at least until April 1, 
end will make none then, unless there 
are further advances in costs. Demand 
is fair and the market is firm. 


We quote from jobbers’ stocks, 
f.o.b. Pittsburgh, as follows: 

First grade, single bitted axes, 
handled, $19 per doz.; unhandled, $15 
per doz.; double bitted axes, handled, 
$24 per doz.; unhandled, $20 per doz.; 
second grade axes, single bitted, 
handled, $17.50 per doz.; unhandled, 
$14.50 per doz.; double _ bitted, 
handled, $21 per doz.; unhandled, $18 
per doz. 


Bolts and Nuts.—As yet there has 
not been sniachs new buying at the ad- 
vanced prices announced by the makers 
two weeks ago, as consumers were al- 
lowed to place orders for second quarter 
at the old prices. General demand is 
fair, and specifications against con- 
tracts are heavy. Prices are firm. 
Discounts to the large trade are now as 
follows: 


Bolts and Nuts.—Machine bolts, 
sma!l, rolled threads, 50 and 10 per 
cent off list; machine bolts, small, 
cut threads, 50 per cent off list; ma- 
chine bolts, larger and longer, 50 per 
cent off list. 

Carriage bolts, % x 6 in.: Smaller 
and shorter, rolled threads, 45 and 10 
per cent off list; cut threads, 45 per 
cent off list; longer and larger sizes, 
45 per cent off list. 

Lag bolts, 45 per cent off list. 

Plow bolts, Nos. 1, 2 and.3 heads, 
50 and 10 per cent off list; other style 
heads, 20 per cent extra. 

Machine bolts, e.p.c. and t. nuts, 
34 x®4 in.: Smaller and shorter, 40 
and 5 per. cent off list; larger and 
longer sizes, 40 and 5 per cent off list. 

Hot pressed square or hex. blank 
nuts, $3.25 off list; hot pressed nuts, 
tapped, $3 off list; c.p.c. and t. sq. 
or hex. nuts, blank, $3.25 off list; 
c.p.c. and t. sq. or hex. nuts, tapped, 
$3 off list. Semi-finished hex, nuts: 
ys in. and smaller, U. S. S. 75, 10 and 
5 per cent off list; a” in. and larger, 
U. S. S., 70, 10 and 2% per cent off 
list; small sizes, S. A. E., 80 and 5 
per cent off list; S. A. E., % in. and 
larger, 75 and 5 per cent off list. 

Stove bolts in packages, 80 and 5 
per cent off list; stove bolts in bulk, 
80, 5 and 2% per cent off list; tire 
bolts, 50, 10 and 10 per cent off list. 

Cap and Set Screws.—Milled square 
and hex, head cap screws, 75 per cent 
off list; milled set screws, 75/per cent 
off list; upset cap screws, 75 and 10 
per cent off list; upset set screws, 80 
per cent off list. 

Rivets.—Large structural and ship 
rivets base, per 100 Ib., $3.25; large 
boiler rivets, base, per 100 Ib., $3.35; 
small rivets; 60 and 5 per cent off list. 


For small lots from stock, jobbers 
charge the usual advances over the 
above discounts. 

Brass Goods.—Some makers have ad- 
vanced prices on brass goods, such as 
bibbs, faucets and nipples. These 
higher prices are due to the steady ad- 
vances in the copper market. 


Copper Goods.—Some makers have 
advanced prices on copper rivets and 
burrs, and a still higher market is 
looked for, as prices on copper are 
steadily going up. Sales were made 
last week at 17% cents per lb. and the 
market gives every sign of going 
higher in the near future. 

Brushes.—The spring demand is 
cpening up and promises to be heavy 
this year. Painters’ brushes are slight- 
ly higher this year than last. Local 
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jobbers are quoting 4-in. metal bound 
brushes at $23 per doz., and 4-in, 
leather bound at $35 per doz. Varnish 
brushes, XXX, china, are quoted at 
$9.55 each. 

Cut Nails.—Effective on Monday, 
March 12, the Reading Iron Co., Read- 
ing, Pa., advanced prices on iron cut 
nails 10 cents per keg in carloads and 
smaller lots. This concern is now quot- 
ing iron cut nails at $3.25 base, car- 
loads, and $3.35 in less than carloads, 
f.o.b. Reading. 


Eaves Trough Hangers.—Some mak- 
ers have advanced prices on these goods 
about 10 per cent. 


Clipping Machines.—These goods are 
in active demand, and prices are ruling 
firm. 


Wequote from jobbers’ 
f.o.b. Pittsburgh, as follows: 

Stewart No. 1 ball bearing clipping 
-machine, $10.75; No. 360 top plate, 
$1.00; No. 361 bottom plate, $1.50; 
dealer’s discount 25 per cent. 

Stewart electric clipping machine, 
all standard voltages; hanging type, 
$80.00, f.o.b. Chicago; pedestal type, 
$85.00, f.0o.b. Chicago; dealer's dis- 
count 25 per cent. 

Ice Cream Freezers.—Spring trade in 
these goods is now in full swing, and 
new demand is heavy. Prices are rul- 
ing about the same as last year. 


Local jobbers are quoting the North 
Bros., Philadelphia, lines of freezers 
as follows: “Shephard’s Lightning,” 
1-qt., $2.09; 2-qt., $2.48; 3-qt., $2.39; 
4-qt., $3.60; 6-qt., $4.50; 8-qt., 5.85. 
Blizzard freezers are quoted as fol- 
lows: 1-qt., $1.94; 2-qt., $2.30; 3-qt., 
$2.93; 4-qt., $3.60; 6-qt., $4.16; 8-at., 
$5.42 each. These prices are guaran- 
teed against decline up to July 1 
next. 

Iron and Steel Bars.—The demand is 
still beyond the ability of the mills to 
supply as promply as wanted. The 
Carnegie Steel Co., the Jones & Laugh- 
lin Steel Corporation and other large 
makers are sold up for some months 
ahead. New orders cannot be placed 
with any definite promises from the 
mills as to time of delivery. Local 
warehouses and jobbers are quoting for 
delivery from stock on small orders 
about as follows: 


Three cents for steel bars, 3.10c. for 
structural shapes, 3.80c. for steel 
hoops and 4c. for steel bands. The 
market is very firm at these prices. 
Common iron bars have been ad- 
vanced to the basis of 2.50c. at mill 
for large lots. 


Hot Air Registers.—On March 15 the 
United States Register Co. advanced 
prices on its full lines of hot air regis- 
ters. 

Lamp Chimneys.—Reports are that 
an advance in prices un lamp chimneys 
will be announced by the makers at an 
early date. 

Hack Saw Blades.—Several makers 
have announced an advance in prices on 
these goods. 


stocks, 


Lanterns.—The demand is reported as 
fair, and prices are ruling firm. 


Local jobbers carrying the Embury 
lanterns are quoting to i “3 retail 
trade as follows: 
doz.; sae 
No. $11. § 

150, 7. 95; No. is6, $16. 50 per doz. 


Lawn Mowers.—Good sized advance 
orders for lawn mowers are now being 
placed for spring delivery, the trade 





March 22, 1923 


having carried over very few mowers 
from last year. 

Local jobbers are quoting ball bear- 
ing mowers: 14-in. at $7.50 to $11.00; 
each; 16-in., $8.00 to $14.00; and 18- 
in., $8.50 to $15.00, prices depending 
entirely on the quality. 

Incubators and Brooders.—The de- 
mand so far has been good, and is still 
quite active. Local jobbers who carry 
the Buckeye brooders and incubators 
made by the Buckeye Incubator Co., 
Springfield, Ohio, are quoting 30 per 
cent off list. 

Paints and Supplies. —The demand is 
good, one local house stating that its 
business up to March 15 was 15 per 
cent larger than for the same period 
last year. Prices on paints and sup- 
plies are higher than last year. Job- 
bers quote from stocks about as fol- 
lows: 

Linseed Oil.—Raw, bbl. lots, $1.10 
per gal.; 5-bbl. lots, $1.05 per gal. 

Linseed Oil.—Boiled, bbl. lots, $1.12 
per gal.; 5-bbl. lots, $1.10 per gal. 

Turpentine.—In bbls., $1.68 per gal. 

Denatured Alcohol.—In bbls., 46c. 
per gal. 

White Lead.—100-lb. kegs, 14'%4c. 
per Ib.; 50-Ib. kegs, 14%c. per Ib.; 25 
lb. kegs, 14%c. per Ib.; 121%4-lb. kegs, 
15e. per Ib. 

Dry Paste.—In bbls., 6%4c. per Ib. 
Shellac (4-lb. goods).—White, $4.25 
per gal.; orange, $4 per gal. 

English Venetian Red.—In 
$3.50 to $6.75 pet 100 Ib. 

$2.85 per 


Mixed Paints.—In colors, 
gal.; white, $3.15 per gal. 

Putty is 6c. per lb. in 100-Ib. lots, 
6\%c,. in 25-lb. lots and 6%c. in 12%-lb. 
lots. 


Window Glass—In very heavy de- 
mand, the factories being unable to turn 
it out fast enough, and there are reports 
that prices will soon be advanced. 

Local jobbers quote single strength, 

A and B, 84 per cent off list; double , 
strength, A, 84 per cent; double 
strength, B, 86 per cent off list. Plate 
glass is 75 per cent off list in quan- 
tities of 5 sq. ft. and more; less 
quantities, 70 per cent off list. 


bbls., 


“ 


Office of HARDWARE AGE, 
5388 Guardian Building, 
Cleveland, March 17. 


| & gwar denegy jobbing houses are still 
- booking a good volume of orders in 
staple and seasonal merchandise. With 
slow deliveries and a scarcity of many 
lines retailers are buying freely in an- 
ticipation of requirements. The con- 
spicuous feature of the market is the 
upward price movement, which is more 
pronounced than for some time. The 
recent sharp advances in steel prices is 
being reflected in manufacturers’ and 
jobbers’ prices. 

There is a scarcity in some lines of 
carpenters’ tools, particularly planes, 
rules and hammers. The better grades 
of builders’ hardware are still scarce. 
A large amount of building work is 
coming out in this. city in spite of the 
high cost of building. 

Business with retailers is rather slow 
but about normal for this month, and 
retail trade is looking for good busi- 
ness in April. 

Automobile Tires and Accessories.— 
The expected further advance in tires 
and tubes has been announced by sev- 
eral manufacturers, becoming effective 
March 15. ‘The advance was approxi- 
mately 10 per cent. Jobbers report a 


HARDWARE AGE 


Snow Shovels and Scoops.—On March 
9 the F. E. Kohler Co., Canton, Ohio, 
advanced its prices on snow shovels, 
furnace scoops, sidewalk scrapers and 
on other similar goods. 


Stove Pipe and Elbows.—Effective on 
March 10, the Reeves Mfg. Co., Canal 
Dover, Ohio, advanced prices on stove 
pipe $1 per 100 joints and on elbows 10 
cents per doz., as shown on its price 
lists, 71 and 74. 

Jobbers are quoting to the small 
trade for delivery for next fall as 
follows: 3-in. 29 gage, $2.70 per crate; 
4-in. 29 gage, $2.86; 5-in. 28 gage, 
$3.13; 6-in. 28 gage, $3.46, and 7-in. 
28 gage, $4.06 per crate. These prices 
are all f.o.b. Pittsburgh, 

Wire Cloth.—In spite of the heaviest 
demand for this product ever known, 
the makers say they will be able to 
meet it, but there may be some delay 
in deliveries. Factories are running 
night and day, but deliveries of raw 
materials to the makers are slow by 
the mills, and this, with a labor short- 
age, is restricting output to some ex- 
tent. Prices are very firm, but it is not 
believed they will be advanced. 

Jobbers are quoting to the retail 
trade as follows: 12-mesh, painted 
black, 24-in. to 48-in., $1.85 per 100 sq. 
ft.; 12-mesh, painted black, 18, 20 and 
22-in., $1.95; 12-mesh, galvanized, 
24-in. to 36-in., $2.20 per 100 sq. ft.; 
14-mesh, golden bronze, in 50-ft. 
rolls, 24-in. to 386-in., $6.75 per 100 
sq. ft.; 14-mesh, golden bronze, in 
100-ft. rolls, 24-in. to 36-in., $6.65 per 
100 sq. ft. These prices are all f.o.b. 
Pittsburgh, no freight allowance. 

Steel Pipe.—There is no falling off in 
the demand for steel pipe of all sizes, 
also for oil country goods, which has 
been the feature of the pipe market for 
some months. The mills are unable to 
catch up on back orders. Heavy in- 
quiries are in the market for line pipe, 
which the mills are loath to take, as 
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good demand for tires and an increased 
volume of orders for accessories. 


We quote from _ jobbers’ stocks, 
f.o.b. Cleveland: Millers Falls, No. 
145 jacks, $4.75; Reliable jacks, No. 1, 
$2.33; No. 2, $3.33, in lots of 12; Derf 
spark plugs. 96c. each for all sizes in 
lots less than 50; Champion X spark 
plugs, 45c. each for less than 100 and 
43c. each for over 100; Champion 
regular, 53c. each for less than 100, 
all sizes; 50c. each for over 100; Reli- 
able Jacks No. 00, $1.00; No. 1, $1.25; 
No. 2 and 3, 91.75. 

Axes.—Prices for the coming fall 
have just been announced, these being 
the same as were placed in effect dur- 
ing the latter part of last year. These 
prices which have prevailed recently 
are somewhat higher than those of a 
year ago. 

Jobbers quote f.o.b. 
follows: First grade single 
axes, handled, $23 per doz.; 
handled, $14 per doz.; double 


axes, handled, $23 per doz.; 
handled, $18.50 per doz. 


Barbed Wire.—The demand is fairly 
heavy and mills are very slow in mak- 
ing shipments. On this account some 
of the jobbers have discontinued tak- 
ing orders. Prices have been advanced 
10 cents per 100 Ib. or spool. 


Cleveland jobbers quote for stock 
shipment: galvanized barbed wire 
$3.90 per 100 Ibs.; 4 point Lyman cat- 
tle wire 80 rod spools $3.35; Lyman 
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they cannot promise any definite de- 
livery, and are accepting orders for 
line pipe only at prices in effect when 
shipments are made. 


6.31 
8.93 
12.08 
14.44 
19.43 
Above prices- per 100 ft. 
Pittsburgh. 
Approximate 
in feet are as 
ft.; %-i 450 
1%-in., 250 ft.; %-in., 140 ft.; 1-in., 
100 ft.; 1%-in., 60 ft.; 1%4-in., 60 ft. 
Wrought Washers. — Effective on 
March 10, the Joliet Wrought Washer 
Co., Joliet, Ill, made an advance in 
prices on its lines of wrought washers. 
Wire Products.—It is said the mills 
that rolls wire and make wire nails are 
turning down more orders than they are 
accepting, their output being restricted 
because of a shortage in labor, and, in 
some cases, of steel and wire rods. Job- 
bers’ stocks are badly broken, as deliv- 
eries by the mills are slow. Local 
jobbers are quoting for small lots from 
store and warehouse about as follows: 
Wire nails, $3.10 to $3.15 base per 
keg; galvanized, 1 in. and longer, in- 
cluding large head barbed roofing 
nails, taking an advance over the 
price of $1.50, and shorter than 1 in., 
$2; bright Bessemer and basic wire, 
$3 per 100 lb.; annealed fence wire, 
Nos. 6 to 9, $3.00; galvanized wire, 
$3.60; galvanized barbed wire, $3.80; 
polished fence staples, $3.60; 
painted barbed wire, $3.60; polished 
fence staples, $3.45; cement coated 
nails, per count keg., $3.25 to $3.40: 
these prices being subject to the usual 
advance for the smaller trade, all 
f.o.b. Pittsburgh, freight added to 
point of delivery, terms 60 days net 
less 2 per cent off for cash in 10 
days. Discounts to jobbers on woven 
wire fencing are 68 per cent off list. 


» Lob. 


contents of 
follows: 
st.3 


a bundle 
%-in., 500 
%-in., 345 ft.; 


hog wire 80 rod spools $3.60; light 
special hog wire $2.65 per spool and 
light special cattle wire $2.55 per 
spool. 


Binder Twine.—This is selling in 
good volume for early summer ship- 
ment and prices are firm. 


Jobbers quote for mill shipment: 
Standard binder twine, $5.25 per bale; 
white sisal, $5.25 per balg; manila, 
550 ft., $5.75; manila, 600 ft., $6.25; 
manila, 650 ft., $6.75. A discount of 
%e, per Ib. for 10,000 Ib. lots and 
we. per lb. for full car lots f.0.b 
factory, is allowed. Warehouse 
prices are 12%c. per bale higher. 
Terms are 5 per cent cash June 1, 
net Sept. 1. 

Bolts and Nuts.—Jobbers have fair 
stocks of bolts and nuts at old prices 
and are getting shipments on contracts 
that do not expire until Apri! 1 and do 
rot expect to mark up their prices be- 
fore that date and possibly not until 
later. 

Jobbers quote 
Large and small machine bolts, 
thread, 50 and 5 per cent off 
carriage bolts, large and small 
thread, 45 and 5 per cent off 
stove bolts, 75 per cent off list; 
pressed nuts, $3.25 off list. 


f.o.b. Cleveland 
cut 
list; 
cut 
list; 
hot 


Clipping Machines.—These are in fair 
demand for spring shipment, with no 
change in prices. 

We 

f.o.b. 


stocks, 


ball 


from jobbers’ 
Stewart No. 1 


quote 
Cleveland: 
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bearing clipping machine, $10.75; No. 
360 top plate, $91; No. 361 bottom 
plate, $1.50; dealers’ discount 25 per 
cent. Stewart electric clipping ma- 
chine of standard voltages, hanging 
type, $80; pedestal type, $85. 


Cap and Set Screws.—Manufactur- 
ers have advanced prices from 10 to 20 
per cent on cap and set screws and job- 
bers expect to make a corresponding 
advance about April 1. 


Eaves Trough and Conductor Pipe.— 
The demand is steady and prices firmer 
and unchanged. 


Cleveland jobbers quote prices as 
follows: for 500 ft. and over delivered 
in central territory; Galvanized con- 
ductor pipe 70 per cent off list, gal- 
vanized eave trough, 77% per cent off 
list, ridge roll 77% per cent off list. 
Round and corrugated conductor fit- 
tings are quoted 65 per cent off list 
f.o.b. Cleveland or factory § and 
square corrugated fittings 50 per cent 
off list. 

Fence.—The supply of fence is scarce. 
Some jobbers have discontinued tak- 
ing orders because of unsatisfactory 
delivery by mills. Prices are unchanged. 

Cleveland jobbers quote field fence 
at 65% per cent off list for car lots 
and 64 per cent off list for less than 
car lots. 

Garden Tools.—These have been slow 
for some time, but show a little more 
life now as pick up business is coming 
from retailers, who are filling in their 
stocks. Jobbers have fair stocks. 

Galvanized Ware.—Some of the man- 
ufacturers have advanced prices due to 
the higher cost of galvanized sheets. 
but jobbers still have good stocks and 
are sticking to the prices that have pre- 
vailed for some time. The demand is 
fair, 

Jobbers quote f.o.b. Cleveland, 
Galvanized tubs with wringer attach 
ment No. 1, $6.75 to $7 per doz.; 
No. 2, $7.50 to $7.75 per doz.; No. 3, 
$8.65 to $9 per doz.; heavy tubs, No 
1, $13.75 per doz.; No. 2, $15.50 per 
doz.; No. 3, $17.25 per doz.; pails, 10- 
qt., $2.25 per doz.; 12-qt., $2.50 per 
doz.; 14-qt., $2.75 per doz.; 16-qt., 
$3.25 per doz. 

Handles.—Retailers are placing a 
good volume of pick up orders for agri- 
cultural tool handles for spring ship- 
ment. Prices are firm and stocks are 
still ample. 


Jobbers quote  f.o.b. 
Hickory axe handles, 
double bitted, $4 per doz.; 
3.50 per doz.; X grade, 
doz.; No. 1 pick handles, $3.25 per 
doz.; best grade, $4.75 per doz.: 
American Fork & Hoe Co.'s wood D 
shovel, spade and screw handles, X 
grade, $4.60 per doz.; malleable D 
grade manure fork and spading fork 
handles, $3.75 per doz.; X grade long 
shovel spading handles, $3.10 per 
doz.; hay and manure fork handles, 


Cleveland 
single and 
XX grade, 
92.75 per 


Office of HARDWARE AGE, 
3725 Colfax Ave. So., 
Minneapolis, Minn., March 12. 

B OTH retail and wholesale hardware 

sales are showing a rapid improve- 

ment as the spring season opens up and 

building construction operations get 
under way. 

Manufacturing conditions in general 

are showing a decided improvement 

and this has helped to increase hard- 
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X grade, 4 ft., $2.25 per doz.; 4% ft., 
$2.50 per doz.; XX grade, 4 ft., $3 per 
doz., 4% ft., $3.35 per doz. 

de- 


Incubators and Brooders.—The 
mand is still heavy and shipments are 
vather slow, as the plants of most man- 
ufacturers are behind on deliveries. 

Cleveland jobbers quote Standard 

Automatic incubators as_ follows: 

125-egg, $939.50; 250-egg, $57.75; 500- 

egg, $98: 1000-egg, $197.50. Brooder 

a 500 chicks, $21.50; 1000 chicks, 

Lawn Mowers.—Jobbers predict a 
shortage of lawn mowers, as they will 
be unable to secure deliveries during 
the early spring of all they have pur- 
chased. Although the heavy buying 
hy retailers was done some time ago 
there is still a good volume of orders. 

Nails and Wire—Sales are heavy 
and deliveries are as slow as ever and 
may become worse. Leading local job- 
bers have advanced prices 19 cents per 
keg on nails and 10 cents per 100 lb. on 
wire and expect to be able to sell all 
they can secure at the advance. 


Cleveland jobbers quote as follows: 
Nails, less than car lots, stock ship- 
ment, $3.25 per keg; the same for 
mill shipment, $3.10 per keg, car lots 
mill shipment $3 per keg; No. 9 gal- 
vanized wire, $3.70 per 100 Ib.; No. 
9 annealed wire, $3.25 per 100 Ib.; 
cement coated nails, $2.75 per 100 
lb.; polished staples, $3.50 per 100 Ib.; 
galvanized staples, $3.90 per 100 Ib. 


Paints and Varnishes.—Some manu- 
facturers who had _ not previously 
narked up their prices on mixed paints 
have fallen in line with the others who 
had previously made a 15 cent per gal. 
zdvance and quotations at present are 
uniform. Linseed oil has advanced 2 
cents per gal. Paint sales are fairly 
heavy and retailers are looking for good 
season’s business. 


Cleveland jobbers quote best 
makes of mixed paints at $2.75 per 
gal. for colors; $2.90 for white; lin- 
seed oil, $1.10 per gal. for raw oil 
and $1.12 per gal. for boiled oil; tur- 
pentine, $1.69% per gal. in barrel 
lots and white lead at 14% cents per 
lb. in 100 lb. kegs. 


Cider and Wine Presses.—Jobbers 
have commenced to take orders for cider 
and wine presses for fall shipment. 
Prices were recently announced, which 
are about 10 per cent higher than a 
year ago. 

Poultry Netting and Wire Cloth.— 
Jobbers predict that there will be a 
shortage of poultry netting and wire 
cloth, as mills are declining to accept 
additional orders and jobbers’ stocks are 
not heavy. Prices are unchanged. 


Cleveland jobbers quote: 
wire cloth, 12 


Painted 
mesh, $1.95 per 100 
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ware sales materially in practically all 
lines. 

Jobbers are now busy getting out 
orders for spring shipment which were 
taken during the fall and winter, in- 
cluding such items as hose, farm and 
garden tools, lawn mowers, wheelbar- 
rows, etc, as well as a substantial vol- 
ume of automobile supplies and acces- 
sories. 
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sq. ft.; 14 mesh, $2.45 per 100 sq. ft.; 
white metal or galvanized, 12 mesh, 
$2.50 per 100 sq. ft.; 14 mesh, 

per 100 sq. ft.; bronze, $7.10 to $7.2: 
per 100 sq. ft.; poultry netting, gal- 
vanized after weaving, 50 and 5 per 
cent off list; galvanized before weay- 
ing, 30, 10 and 5 per cent off list. 


Stoves.—The American Stove Co. has 
made a 5 per cent advance on gas 
stoves and ranges, effective March 15, 
This advance is due to increasing costs. 
Jobbers report a good volume of sales. 


Sporting Goods.—There is still con- 
siderable demand for fishing tackle and 
baseball goods for early shipment. 
Jobbers have fair stocks. Bicycles 
have not commenced to move much. 


Steel Sheets.—The price tendency of 
manufacturers is upward and jobbers 
have made further price advances. 


Cleveland jobbers quote sheets at 
$4.60 for No. 28 black, $5.75 for No. 
28 galvanized and $3.91 for No. 10 
blue annealed. 


Screen Doors.—The spring buying is 
pretty well over. Factories are now 
wmaking shipment and some retailers 
are asking jobbers to make immediate 
deliveries in order to be sure of having 
their stock on hand when the season 
opens. 


Screws.—A 24% per cent price ad- 
vance has been made on wood screws. 


Jobbers quote wood screws as fol- 
lows f.o.b. Cleveland: flat head, 
bright, 75, 5, 5 and 5 per cent off list; 
round head, blued, 75, 5, 5 and 5 per 
cent off list; round head, nickeled, 
65, 5, 5 and 5 per cent off list; and 
round head, brass, 70, 5, 5 and 5 per 
cent off list. 

Sash Weights.— A price advance of 
$2.50 per ton has been made on sash 
weights. 


Cleveland jobbers quote sash 
weights at $50 per ton for mill ship- 
ment and $55 per ton for stock ship- 
ment. 


Valves and Fittings.—Another 10 
per cent advance has been made on 
brass, malleable and cast iron valves 
and on malleable and cast iron fit- 
tings. 


Cleveland jobbers quote malleable 
fittings at list plus 5 per cent, cast 
iron fittings at 25 and 5 per cent off 
list and standard globe and brass 
valves at 33 1-3 per cent off list. 


Wire Supplies.—Price advances have 
been made on various electrical wire 
supplies. Key sockets, pull chain sock- 
ets, rosettes and snap switches have 
been advanced 714 per cent, metallic 
flexible cable 10 per cent and rubber 
covered wire 5 per cent. 


Automobile accessories and builders’ 
hardware lines promise to be among 
the biggest sellers during the coming 
season. 

Present indications are that the big- 
gest difficulty from the jobbers’ and 
dealers’ standpoint will be to secure 
the necessary quantity of merchandise 
with which to do business. 

Generally speaking, prices are very 
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Mr. Carr O. Nurr de- 
clares he is hopeless- 
ly hunting hardware 
for his garage door. 


But the hardware 
salesman, in one turn 
and two motions, does 
all the hunting in a . 
jiffy. 


A. 
At first sight Carr O. PA 
Nurr recognizes that | 
the hunt is all over. al 


Carr O. Nurr parts 
with the price with- 
out a struggle—and — 
hurries homeward. " 


Fade-out on Mr. Carr 
O. Nurr, bragging, as 
thecash register plays 
“When You Come to 
the End of a Salefull 
Day.” 


a0 Sela T 
IRS vul0co 


A Plot-free Movie ~~ 7 
in one rapid reel— |i |! ¢ 




















From the McKinney book you can 
show any man more ways and better 
ways to outfit a garage entrance than 
most men thought there were. It makes 
the story as plain as pictures can. 


When they pick out their set, there 
it is all complete in one handy box, 
ready to slip in the back seat and 
drive off. 


Quick turnover. Sure-fire selling. 
And customer satisfaction, without the 
least chance of a miss. , 


These Complete Garage Sets are 
being nationally advertised. for the 
hardware man’s benefit to the people 
you want for customers. Whose move 
is it? 

McKINNEY MANUFACTURING CO. 
Pittsburgh, Pa. 


NEY 


Door Ss 


MCcKIN 
Complete Garage Door Sets 
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firm and many advances have been 
made. This has stimulated business 
somewhat because of the probability of 
further advances. 


Builders’ Hardware.— Unless the 
rapidly advancing prices should cause 
later changes in plans, this season’s 
sales of builders’ hardware will in all 
probability surpass even that of last 
year. Many wage advances are to be 
put into effect April 1, and this, to- 
gether with the rapid advance in lum- 
ber and hardware may cause a slowing 
up in construction work later. 


Axes.—Sales of axes continue to be 
of fairly good volume, although de- 
mand is not particularly active. Prices 
remain very firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Medium grade, 
single bit, base weights, $13.80 per 
doz.; double bit, $18.30 per doz. 
Bolts.—There is a very active de- 

mand for bolts of all kinds as mana- 
facturing conditions improve. There 
is a considerable difficulty in getting 
stocks. There has been an advance in 
prices. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Both small and 
large carriage bolts, 40-5 per cent; 
small and large machine bolts, 40-10 
per cent; stove bolts, 70 per cent; lag 
screws, 50 per cent. 

Churns.—There is an impro#@ment 
in the demand for churns as the spring 
season opens up. Jobbers’ stocks are 
in good condition. Prices remain sta- 
tionary. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type churns, 
40-5 per cent from lists. 

Eaves Trough, Conductor Pipe and 
Elbows.—Jobbers are now receiving a 
substantial volume of orders from the 
dealers, and the retail demand is get- 
ting under way. Prices remain very 
firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, 28 
gage, lap joint, S. B. 5 in., $5 per 100 

in., conductor pipe, 
t.: 3 in. conductor el- 
bows, $1.55 per doz. 

Files.—Retail demand for files is 
now picking up very rapidly. Improve- 
ment in manufacturing conditions is 
largely responsible. Prices remain very 
firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade files, 
50-10 per cent; second grade files, 60-5 
per cent. 

Galvanized Ware.—Demand is very 
much more active than it has been for 
some time and a good spring demand 
is expected. Jobbers’ stocks are in 
good condition. Prices remain as last 
cuoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs, $6.65 per doz.; No. 2, 
$7.50 per doz.; No. 3, $8.75 per doz.; 
heavy galvanized tubs, No. 1, $10.75 
per doz.: No. 2, $12 per doz.; No. 3, 
$13.50 per doz.; standard io- quart 
galvanized pails, $2.35 per doz.; 12- 
quart, $2.55 per doz.; 14-quart, "$2.95 
per doz.; 16-quart stock pails, $4.50 
per doz.; 18-quart, $5.20 per doz. 
Hose.—It is still a little early for 

retail demand to develop any volume, 
although there is some business being 
done with the contractors. Prices re- 
main unchanged. 
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We _ quote from jobbers’ stocks, 
f.c.b. Twin Cities: % in. molded hose, 
12c. to 14c. per foot; % in., 5 ply hose, 
lle. per foot; % in., 3 ply ‘competition 
hose, 9%c. per foot. 


Lawn Mowers.—Jobbers are now 
tusy making shipments of orders taken 
curing the fall and winter. Retail 
sales will not appear for some weeks 
yet. Prices continue firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade lawn 
mowers, 30 to 35 per cent from stand- 
ard lists; medium grade ball bearing 
mower, $8.35 to $9.50 each. 
Nails.—Retail and wholesale demand 

for nails is getting to be of substan- 
tial volume, and an unusually heavy 
demand is in prospect as the construc- 
tion season gets started. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Smooth wire nails, 
$3.85 per keg base; cement coated 
nails, $3.10 per keg base. 
Paints.—While it is a little early for 

any outside painting to be done, there 
is a large amount of interior painting 
and decorating under way. The season 
promises to be a good one. Prices re- 
main as last quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paint, $2.80 per gallon; second grade, 
$2.10 per gallon; white lead, $12.83 
per hundredweight. 

Poultry Netting.—There is beginning 
to be some retail demand for poultry 
netting. Activity in sales is not to be 
expected until about April 1. Prices 
continue firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard hexagon 
poultry netting, 50 per cent from lists. 


Sash Cord.—Sales of sash cord are 


developing ver rapidly, although being. 


mostly in the nature of price protection 
for later needs. There has been a read- 
justment of prices. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades No. 8 
sash cord, 77c. per 1b.; ordinary 
grades solid cotton sash cord, 51c. 
Sash Weights.—There is a good vol- 

ume of business being booked for later 
delivery, and a fair immediate demand. 
Prices remain as for some time past. 

We _ quote from_ jobbers’ stocks, 
f.o.b. Twin Cities: Sash weights, $2.25 
per cwt. 

Screen Doors and Window Screens.— 
The season is not sufficiently far ad- 
vanced for any retail sales. Jobbers 
are making shipments to dealers. 
Prices remain unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Screen doors, com- 
mon, 2-8 x 6-8, $23.15 per doz.; fancy, 
$35.06 per doz.; Sherwood adjustable, 

24 in. window screens, $7.40 per doz.; 

Wabash 24 in. extension, $6.50 per 

doz. 

Screws.—There is a very good de- 
mand for screws of all kinds, sales be- 
ing largely to sash and door factories, 
body builders, and electricians. Prices 
remain as for some time past. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws, 80-5 per cent: round 
head blued, 75 per cent; flat head 
japanned, 70 per cent; flat head brass, 

5 per cent; round head brass, 70 per 
cent. 

Shearing and Clipping Machines.— 
Retail demand in the districts requir- 
ing machines of this kind is rapidly 
improving. Dairymen, breeders of 
high grade horses, as well as sheepmen 
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are coming rapidly into the market, 
Prices continue without change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Stewart No. 1 ball 
bearing clipping machine, $10.75; No. 
360 top plate, $1: No. 361 bottom 
plate, $1.50; dealer's discount, 25 per 
cent. Stewart electric clipping ma- 
chine, all standard voltages, hanging 
type, $80, f.o.b. Chicago; pedestal 
type, $85, f.o.b. Chicago; dealer’s dis- 
count, 25 per cent. 

Solder.—The unusual activity in the 
solder market continues, and the rap- 
idly advancing prices have almost 
reached the proportions of a runaway 
market. Heavy demand by manufac- 
turers and railroads as well as increas- 
ing costs is responsible. There has 
been a further substantial increase in 
prices. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Guaranteed half 
and half solder, 32%c. per Ib. 

Steel Sheets—Demand for steel 
sheets is now showing a very substan- 
tial improvement because of better 
manufacturing conditions. There has 
been a further advance in market 
prices. 

We quot2 from jobbers’ stocks, 
f.o.b. Twin Cities: 28 gage galvanize “d 
steel sheets, $6.25 per cwt.; 28 gage 
black steel sheets, $5.25 per “cwt. 

Tin Plate.—Demand for tin plate is 
showing a very substantial improve- 
ment. Manufacturers are practically 
sold up. There has been an increase in 
the jobbing prices. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Tin plate, furnace 
coke, LCL 20 x 28, $13.75 per box; 
roofing tin, IC, 20 x 28, 8-lb. coating, 
$13.50 per box. 

Washers.—A very active demand 
from the manufacturer and the rail- 
roads is noted. This has caused a very 
heavy advance in prices. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wrought steel 
washers, %-in., $6.90 per cwt.; 1-in. 
washers, $6.50 per cwt. 
Wheelbarrows. — Building contrac- 

tors are now coming more actively in 
the market for wheelbarrows. This 
will be followed later by demand for 
garden barrows. Prices remain very 
firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wheelbarrows, 
— stave, fully bolted, $36 per doz.; 

No. 1 tubular steel wheelbarrows, 
$6.35 each; No. 1 garden, $5.60 each. 
Wire Cloth.—In a wholesale way 

there is a very active demand for wire 
cloth, largely because of difficulty in 
obtaining sufficient stocks. Retail de- 
mand has not as yet developed. 

We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: Black wire cloth, 
12 x 12 mesh, $2.10 per 100 sq. ft.; 
galvanized, $2.55 per 100 sq. ft. 
Wire.—Jobbers report a very good 

volume of business and report that 
they find considerable difficulty in 
filling orders because of shortages. 
Retail demand is showing a steady im- 
provement. Prices remaifeas last re- 
corded. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barbed wire. 
painted cattle, 80 rod spools, $3.37: 
galvanized cattle, $3.64; painted hog 
wire, $3.60: galvanized hog wire. 
$3.91; smooth black annealed wire No 


9, $3.75 per cwt.; smooth galvanized 
annealed wire No. 9, $4.20 per cwt. 


Reading matter continued on page 78 
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REG. IN U.S, PAT. OFFICE 


WIRE SCREEN CLOTH 


There are much wider variations of 
quality in the class of galvanized- 
after-weaving wire screen cloth than 
in any other grade. 


OPAL combines durability with at- 
tractive appearance and for many 
years has been the standard by which 
all others are judged. 


NEW YORK WIRE CLOTH CO. 


342 Madison Ave., New York 
Works—York, Pa. 
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and with them come declining values, 
low wages, business failures and un- 
employment. And we find with pros- 
perity, increased purchasing power, in- 
creased values, high wages, abundance 
of employment and business activity 
and success, 


Evidences of Prosperity 


“We are well off when we can pro- 
duce what we want, and what better 
evidence is there of the nation’s ability 
to purchase than actual increases of 
purchases? What better evidence of 
the ability of our people to have homes 
than the fact that the building of 
homes is increasing by leaps and 
bounds? What better evidence can 
there be of the ability of our people to 
ride in automobiles than the fact that 
more are being built and sold than 
ever before? ; 

“The Department of Agriculture re- 
ports recently showed an increase in 
the consumption of meat in the United 
States in 1922 of 600,000,000 pounds, 
more than in 1921. What better evi- 
dence can there be of the ability of 
Americans to purchase meat? 

“A recent survey of 77 per cent of 
savings institutions shows an increase 
in savings accounts during the past 
year amounting to $500,000,000—what 
better evidence can there be of our 
ability to provide for the future? The 
Post Office Department announces that 
in the six months ended Dec. 31 last 
1,000,000,000 more stamps were issued 
than during the corresponding six 
months for the year previous. This is 
a barometer of prosperity. 

“The Department of Commerce re- 
ports that the record retail sales of last 
December were maintained throughout 
January. The Comptroller of the Cur- 
rency’s report shows that during the 
year just ended the resources of the 
banks of the country increased more 
than $2,000,000,000. 


Increased Preduction Should Be Aim 


“With proper national policies pro- 
duction in America will greatly in- 
crease and with it will come increased 
consumption. To me increased pro- 
duction means increased earnings—not 
necessarily measured in dollars, but in 
the comforts and enjoyments of life, 
and the time has not yet arrived when 
the American people have all the com- 
forts, improvements and advantages to 
which they are entitled. . 

“They can consume more than at 
present of the product of effort in 
America. The consuming power of our 
people is almost without limit. Cer- 
tainly labor in America can profitably 
be employed in caring for domestic 
needs without serious problems arising 
in connection with the disposal of sur- 
plus production. 

“There are two ways of increasing 
income tax receipts—the first and the 
unpleasant way is to increase the rates 
ef taxation; the second and the very 


HARDWARE AGE 


pleasant way is to increase income. 
We are about to witness the results of 
the second method. 

“Earnings in the year 1922 as com- 
pared with 1921 were increased and 
will be reflected in the income tax in- 
stallment to be paid into the Treasury 
on March 15. I predict a substantial 
increase with confidence. 

“Tt will balance our budget and place 
us on the right side of the ledger, and 
in no small measure is the tariff the 
cause. Of all tariff laws the emergency 
act and the more recent permanent act 
are revenue producers, direct and in- 
direct, surpassing all expectations.” 


Ruction in Tariff Commission 


When President Harding returns 
from his outing among the palm trees 
and orange groves of Florida he will 
find awaiting his solution a very deli- 
cate problem that has arisen in the 
United States Tariff Commission. This 
body is deadlocked over the program 
to be pursued in administering the 
flexible provisions of the new tariff 
law. 





No Wonder 


Two tramps met at a railroad 
junction, one was formerly a 
salesman whose hours were from 
10 to 3—the other fellow didn’t 


have any money either. 











The Commission is split upon the 
question as to the investigations that 
are to be undertaken to determine the 
changes to be recommended to the 
President pursuant to the provisions of 
Section 315 of the Fordney-McCumber 
act. So much feeling has developed 
among the members of the Commission 
that one or two resignations are ru- 
mored and Commissioner Culbertson, 
one of the most experienced tariff ex- 
perts of the body, is reported as having 
declared his intention to withdraw at 
an early date. 

The provisions of Section 315 seem 
to contemplate investigations by the 
Commission in two classes of cases; 
namely, those originated by the Com- 
mission and those based upon com- 
plaints by manufacturers or importers 
that the rates of the existing law are 
too low or too high as the case may be. 


Where the Commission Splits 


The Commission is understood to be 
a unit upon the proposition that all 
complaints must be received and care- 
fully examined to determine the rea- 
sonableness of the contentions set forth 
and that where a strong prima facie 
case is made, a formal investigation 
with public hearings, etc., should be set 
on foot. Certain of the commissioners, 
however, regard this as only part of 
the Commission’s functions under the 
flexible tariff provisions and insist that 
the Commission, on its own motion, 
should begin the work of carefully 
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scanning the schedules with a view to 
ascertaining whether any of the rates 
are too high or too low in order that 
recommendations may be made to the 
President for changes necessary to 
bring them into line. 

Congress was very niggardly in its 
treatment of the appeal of the Com- 
mission for funds with which to carry 
on its work and until more money is 
supplied it will hardly be possible ade- 
quately to investigate current com- 
plaints regarding rates. Under these 
circumstances, therefore, the Commis- 
sion will probably devote itself for the 
present to examining the hundred or 
more complaints already received and 
to carrying on the investigations which 
may seem to be justified by the evi- 
dence presented by the complainants. 


National Chamber to Study Trans- 
portation 


The serious problem of transporta- 
tion promises to be the most important 
topic considered at the eleventh annual 
meeting of the Chamber of Commerce 
of the United States to be held in New 
York, May 7 to 10. Because of the in- 
terest of business men throughout the 
country in this timely subject it is ex- 
peeted that the conference will be the 
largest ever held by the chamber. An 
attendance of from 4000 to 5000 busi- 
ness men is looked for. 

Transportation will be the keynote 
of the meeting as it is the keynote 
of virtually every business discussion 
over the country these days. Already 
the National Chamber is engaged on a 
comprehensive study of the whole 
problem from every point of view, hop- 
ing to aid in the ultimate formulation 
of a national transportation policy. 

That study, however, has been in- 
trusted to a Transportation Conference 
created by the National Chamber and 
its conclusions will not be available for 
months in all probability. Special 
committees of the conference, dealing 
with specific divisions of the general 
question, will be in session at the time 
of the annual meeting and the discus- 
sion of transportation subjects at the 
big meeting in New York naturally 
divides itself into lines similar to the 
committee work of the conference. 


Chamber Issues Statement 


In a statement just made public by 
the chamber the importance of this 
topic, as it will come before the com- 
ing meeting, is discussed as follows: 

“No factor in our national life is so 
universal in its application as the need 
of adequate means of transporting our 
goods. Business properity—and that 
means our greatness as a nation—de- 
pends on finding the right way to deal 
with our carriers by rail or water or 
highway. Concern in this regard is 
manifest in every department of our 
national life, in farming, mining, 
manufacturing, distribution and _ no- 
where more than among railroad exec- 
utives. 

“There is necessity for adoption of 
a national transportation policy. ur 


Reading matter continued on page 80 





March 22, 1923 


HARDWARE AGE 








The live hardware 
dealer says: 


BOSTON 
WOVEN HOSE & 
RUBBER CO. 


Cambridge, Mass. 


The largest hose manu- 
facturers in the world. 
Makers of the famous 
BULL DOG, GOOD 
LUCK and MILO 
brands of garden hose. 
Also makers of GOOD 
LUCK Jar Rings. 































































































‘‘Use Hose for Spring Cleaning. 


‘Spring rains wash off roofs and clap- 
boards and flush leaders and gutters, 
but there are many places around houses 
and outbuildings where the rains cannot 
reach. 
““Overhanging eaves, veranda ceilings, 
spaces back of open blinds and many 
cracks and crevices are filled in spring 
with year-old dust and the cocoons of 
insect pests. 

‘*A strong stream from a Boston nozzle 
at the end of a good % ths hose will wash 
out the dust and larvae, making every- 
thing clean and fresh and saving a lot 
of sponging in early summer. I always 
remind. my customers of this in early 
spring.” 
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tonnage is growing; railroad ton-miles 
have almost trebled in twenty years. 
What will they be in another twenty? 

“Men of the business world feel that 
there must be a way to harmonize 
operations of trains and trucks and 
water carriers to make our transporta- 
tion system capable of any expansion 
that our commercial growth demands. 
But involved in such a project is all the 
question of planning for national treat- 
ment of transportation; insurance of 
protection for the proper public inter- 
est in railroads and at the same time 
restoration of confidence among inves- 
tors in the railroads and their manage- 
ment; revision of the railroad rate 
framework so that traffic will not be 
stifled, yet providing such revenues as 
will make the carriers living, expand- 
ing industrial entities. 


No Panacea Looked For 


“It is not to be expected that a trans- 
portation cure-all can be evolved over 
night at the coming annual meeting of 
the National Chamber. It is to be ex- 
pected, however, that the meeting will 
foster and stimulate discussion both 
among business men and the public. 
Men who are recognized nationally as 
authorities on transportation will be 
among the speakers and the annual 
meeting, while not attempting itself 
te offer a transportation solution, well 
may have an important influence in 
helping to develop national thought on 
this vital subject. 

“Proposals for solution of the tians- 
portation problem have been varied. 
Some would turn increasingly to motor 
truck movement of freight, some to 
waterway developments. All of ‘these 
proposals are to be presented before 
the delegates at New York. 

“The annual meeting will serve the 
purpose of acquainting thousands of 
delegates with the ebb and flow of na- 
tional thought on the whole subject. 
It will be a stepping stone to the day 
of a national transportation policy, to 
intelligent consideration of the forth- 
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coming conc.usions of the Transporta- 
tion Conference.” 


Congress Saves Postal Service 


A congestion of the mails that 
threatened serious consequence to the 
postal service in from ten to fifteen of 
the larger post offices of the country 
was averted through eleventh-hour 
appropriations made by the last Con- 
gress running to some $4,800,000. 

Because of the lack of sufficient 
funds curtailment in the allowance for 
postal workers in San Francisco, De- 
troit, Boston, Chicago, St. Louis, St. 
Paul, Minneapolis and several other 
cities went into effect a month ago 
with the result that serious delays both 
in the handling and delivery of first 
as well as other classes of mail pre- 
vailed due to insufficient forces of em- 
ployees. Increases in the volume of 
mail amounting to about 18 per cent 
also added to the difficulties. 

The action by Congress in appropri- 
ating $2,000,000 for regular postal 
clerks, $1,500,000 for substitute clerks 
and $300,000 for city carriers has 
brought relief and the Post Office 
Department immediately telegraphed 
postmasters countermanding the pre- 
viously-issued retrenchment orders. In 
addition to the deficiency appropria- 
tions previously allowed by the Budget 
Bureau Congress appropriated $250,- 
000 for substitute clerks and $300,000 
for city carriers to meet the crisis. 


Department Faced Deficit 


“The postal service found itself in 
a bad predicament,” declared First 
Assistant Postmaster General John H. 
Bartlett in discussing the situation. 
“Unexpected increases in the volume of 
business running as high as 18 per cent 
in January with reported increases ap- 
proximating 20 per cent in February 
caught the Post Office Department 
without sufficient money to operate its 
system. / 

“The great Christmas business, the 
largest in history, depleted our funds 
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tc a considerab:e extent and our ap- 
propriations for the present fiscal year 
were being used so rapidly that it be- 
came necessary to cut down on the 
number of employees in the population 
centers and big metropolis to prevent 
complete exhaustion of the money to 
meet payrolls before the thirtieth of 
June. In other words, with the postal 
business gaining at a surprising rate 
we were not only unable to give addi- 
tional help to handle this extra volume 
of mail but were compelled to cut 
down the number of employees already 
on duty. 

“This brought about a storm of pro- 
test both from the public and the pos- 
tal workers themselves, who were be- 
ing burdened beyond their endurance. 
I am glad to say, however, that the 
appropriation granted by Congress has 
solved the problem for us. With these 
additional funds, we shall be able to 
weather the next few months and in- 
structions have already gone out to 
postmasters in the communities af- 
fected to secure at once such auxiliary 
clerks and carriers as are necessary to 
properly handle and deliver the mails 
that are flooding their offices.” 


Will Increase Insurance Limit 


The insurance limitation payable for 
lost registered mail will be increased 
from $50 to $100 beginning April 1, it 
has been announced by Postmaster 
General New. Under the law, the in- 
surance, or registry indemnity, cannot 
be increased beyond $100. 

The fee for the $100 indemnity will 
be 20 cents but indemnity of $50 will 
still be obtainable at the old rate of 10 
cents. The change was made in re- 
sponse to a widespread demand espe- 
cially from jewelry houses and other 
concerns which send articles through 
the mail of a greater value than $50. 

In the past some firms have made a 
practice of sending such articles by 
parcel post in order to take advantage 
of the insurance privilege on that class 
of mail which has a limit of $100. 





Coming Hardware Conventions 











AMERICAN HARDWARE MANUFACTURERS’ 
ASSOCIATION CONVENTION, Jacksonville, 
Fla., April 24, 25, 26, 27, 1923. Headquar- 
ters, Windsor Hotel. F. D. Mitchell, secre- 
tary-treasurer 1819 Broadway, New York. 

SouTHERN HARDWARE JOBBERS’ ASSOCIA- 
TION, Jacksonville, Fla., April 24, 25, 26, 
27, 1923. Headquarters, Windsor Hotel. 
John Donnan, secretary-treasurer, Rich- 
mond, Va. 

OLD GUARD SOUTHERN HARDWARE SALES- 
MEN'S ASSOCIATION CONVENTION, Windsor 
Hotel, Jacksonville, Fla., April 25, 1923. 
R. P. Boyd, secretary-treasurer, Box 19, 
R. F. D. No. 4, Knoxville, Tenn. 

HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION, Columbia, S. C., May 
8, 9, 10, 11, 1923. T. W. Dixon, secretary- 
treasurer, Charlotte, N. C, 


ARKANSAS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, May &, 9, 10, 1923. Mar- 
ion Hotel, Little Rock. L. P. Biggs, secre- 
tary, 815-816 Southern Trust Building, 
Little Rock. 


PANHANDLE HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Amarillo, Texas, 
May 8, 9, 1923. CC. L. Thompson, secretary, 
Canyon, Texas. 


MIssIssIPpPp1 ReETaAm. HARDWARE AND Im- 
PLEMENT ASSOCIATION CONVENTION, Jackson, 
May 16, 17, 1923. H. S. Chilton, secretary- 
treasurer, Starkville. 


SOUTHRASTERN RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, Cov- 
ering Tennessee, Alabama, Georgia and 
Florida. Auditorium Armory, Atlanta, Ga., 


nee 


May 15, 16, 17, 18 1923. Walter Harlan, 
secretary-treasurer, 701 Grand Theater 
Building, Atlanta, Ga. 


AMERICAN IRON, STEEL AND Hpavy Hakp- 
WARE ASSOCIATION CONVENTION, Drake 
Hotel, Chicago, May 15, 16, 17, 1923. A.H. 
Chamberlain, secretary-treasurer, Mar- 
bridge Building, 34th Street and Broadway, 
New York. 


NATIONAL ReratL HARDWARE ASSOCIA- 
TION CONVENTION, Richmond, Va., June 18, 
1928. Herbert P. Sheets, secretary-treas- 
urer, Argos; Ind. 


Kentucky HARDWARE AND IMPLEMENT 
ASSOCIATION, Louisville, Jan. 24, 25, 1924. 
J. M. Stone, secretary-treasurer, 202 Re- 


public Building, Louisville. gt 
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for Every Need 


VARNISH BRUSHES, to retail at ten cents to the Qual- 


ity required for the most particular painter. 


WALL PAINT BRUSHES, made to retail at fifty cents 


to the Finest Grade used by the master painter. 


KALSOMINE BRUSHES, you can retail for fifty cents 


to the most Excellent Quality for interior decorators. 


WHITEWASH HEADS, to retail at fifty cents to the 
Best Grade used by the practical painter. 


SASH TOOLS that you can retail at ten cents to the 
Finest Quality cutter. 


SOFT HAIR and ARTIST BRUSHES for the amateur 
to the Finest Quality for the skilled mechanic. 


Remember that the finest material and workmanship is 


used in Star Brushes and are guaranteed satisfactory. 


Our new catalogue illustrates our line com- 
plete and is so arranged that ordering any 
size or style is made very easy. 


STAR BRUSH MFG. CO., Inc. 


34 Thirty-Fifth Street 
New York 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


March 22, 1923 























New Manhattan Radio Products 


The Manhattan Electrical Supply Co.., 
Inc., 17 Park Place, New York, N. Y., is 
now manufacturing a line of Bakelite vari- 
ometers, variocouplers, knobs and dials for 


use in connection with radio receiving sets 


In designing these instruments two im- 
portant features have been introduced: 
First, the electrical losses have been re- 
duced to a very low point—first by the use 
of Bakelite, with its high insulating quali- 


ties, and second by reducing to a minimum 
the amount of metal used; second, vario- 
couplers and variometers are frequently 
mounted on “shielded” panels. 

Loth instruments are provided with sub- 
stantial “pigtails’’ making connection with 
the rotating member. This insures positive 
contact and quiet operation. Sufficient fric- 
tion is provided to permit easy turning of 
the rotor, with just sufficient binding to 
have it stay put in the position desired. A 
strong stop limits its movement to 180 de- 
grees. The stator of both variocoupler and 
variometer is provided with a -in. collar 
permitting the attachment of a standard 
8-in. Bakelite tube for constructing the 
familiar “long wave" coupler, 

The primary winding of the variocoupler 
is provided with twelve taps, giving control 
up to 700 meters. The variometer, as com- 
monly connected in a receiving set, has a 
wave length of 170 to 490 meters, thus in- 
suring efficient reception of amateur and 
broadcasting stations. The wave length 
range may be increased to approximately 
1000 meters by the use of a fixed or vari- 
able condenser of 0.00025 M.F. across the 
variometer, or the long wave coupler, giv- 
ing a range of 3000 meters or more, may 
be readily used in connection with this in- 
strument. The company is also manufac- 
turing knobs and dials for use in connection 
with these instruments. The instruments 
are made of an attractive reddish brown 
Bakelite, which has a permanent luster that 
is not dulled by use. 


Automatic One Hand Wrench 


An outstanding feature of the Gordon 
Automatic Wrench, made by the Automatic 
Wrench Corp. of America, 410-416 Eleventh 
Street, West New York, N. J., is the ease 
with which the size of the jaw opening 
may be varied, only one hand being re- 
quired in the adjustment. The wrench is 
well calculated to appeal to users because 
of its automatic feature and the fact that 
it may be used successfully in places which 
are too crowded to permit of an adjust- 
ment being made with two hands. In 
making the necessary adjustment, the user 
has only to push the lower jaw in contact 
with the work with the thumb of the hand 
holding the wrench. A ratchet arrangement 
extending into the handle prevents the jaw 
from slipping and is so contrived as to per- 
mit of very minute graduations in the size 
of the jaw opening. In order to disengage 
the wrench, a releasing catch, conveniently 
situated in respect to the thumb, is pro- 


vided. Pressure on this releases the jaw, 
thus making for speedy operation. 

The wrench is simple and sturdy in con- 
struction, without complicated mechanism, 
and is carefully designed with a view of 
equalizing all strain. The head and shank 
are of one solid piece of drop: forged 15-25 
point carbon steel, case hardened, as is also 
the lower movable jaw. An attractive rust- 
proofed finish is supplied. 

This wrench, as well as the other types 
of automatic wrenches made by this com- 
pany, have been subjected to serve lab- 
oratory and working tests, which have dem- 
onstrated an ability to withstand strains 
greatly in excess of those which it could be 
called upon to bear in actual use. In re- 
cent tests for strength, for example, made 
in the Columbia Testing Laboratories, the 
following results were recorded: §8-in. 
monkey wrench, 950 lb.; 6-in. end wrench, 
612 lb., and 8-in. pipe wrench, 620 lb. 


Efficient Coal Burning Brooder 


The Marvel Coal Burning Colony Brooder, 
placed on the market by the Liberty Mar- 
vel Co., 308 Chestnut Street, Philadelphia, 
Pa., is designed to operate at small expense. 
The heater built of heavy iron castings 
stands 27 in. high. The fire-pot contains 
enough coal to keep the fire going through 
the night in the cold weather. The ash-pit 
in the main base is 7 in. high, affording 
space for accumulation of ashes, which 
should be removed once each day. To allow 
the ash-pit to become clogged not only in- 
jures the grate, but interferes with the 
draught. The main bottom rests on the 
floor, supported with lugs 1 in. high, allow- 
ing a free circulation of air. The grooves 
in the bottom are formed for the purpose 
of retaining a thin coat of ashes; the bot- 
tom becomes self-insulated and removes 
danger from fire. The anti-clinker grate is 
both shaking and dumping. It removes the 
ashes without sifting the fire, because it 
does not allow the small coals to fall 
through. The hover made of heavy gage 
galvanized iron, cone shaped, deflects the 
heat to the floor. It can be raised to any 
desired height. The adjustability of the 
hover is a valuable feature; it avoids the 
necessity for getting down on the hands 
and knees to cleanse the fire. 


Popular Priced Fly Traps 
The Superior Fly Trap, made by Stuber 
& Kuck Co., Peoria, IIl., is efficient in oper- 
ation and designed to retail at a popular 
price. It is made of rustless galvanoid 
wire cloth, with bottom and stays of heavy 














tin. It is shaped so as to insure against 
it being blown or tipped over, and is very 
conveniently emptied. It is equally appro- 
priate for use in or out of doors. 

The Baby Superior Fly Trap, also made 














by this company, also has the body of rust- 
less galvanoid wire cloth, with bait pan, 
top and stays of heavy tin. It is designed 
to be sold at a popular price, and it is 
strong and durable in construction and is 
easily baited and emptied. 


Reading matter continued on page 84 
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So easily operated are doors hung on Slidetite that it takes only a child’s 
touch to fold them back on their jointless track. Once opened they occupy 
but a small space, flat against the wall. They cannot accidently swing to or 
blow shut, thereby endangering either automobile or person. 


Garage Door Hardware 


This and many other exclusive features have 
made Slidetite the most popular garage door 
hardware on the market today. Despite wide- 
spread imitation, it continues to be the favorite 
for public and private garages, implement sheds, 
warehouses and all other buildings where 
sliding-folding doors are desirable. 
good qualities, heavy advertising and a liberal 
margin of profit make it « “best seller” that 


Its own 


every hardware dealer ought to handle. 


Slidetite garage door hardware is built to with- 


’ stand years of the hardest kind of service. Even 


after long use doors hung on Slidetite fit snugly 
and never sag, stick or jam. They are absolutely 
weathertight. 


Slidetite is the one garage door hardware that is 


practicable for use in openings as.wide as 30 


feet. Even in installations of this great width, 
it gives the perfect satisfaction which brings 
good will and profit to every dealer selling it. 
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Drop Forge Steel Planes Are Un- 
breakable 


The new V. & B. Drop Forged Steel 
Planes, made by Vaughan & Bushnell Mfg. 
Co., 2114 Carroll Ave., Chicago, IIll., are 
forged from a solid bar of V. & 8S. “‘Super- 














steel’’ and are claimed to be unbreakable. 
The planes are finished in light gray, trade- 
marked in etched gold, and furnished with 
a vanadium blade and walnut handles, and 
as partly suggested by the accompanying 
illustration, the tool has an unusually at- 
tractive appearance. No. 903 is supplied 
in either smooth or corrugated bottoms. 
Additional items, comprising this new line, 
will be on the market shortly. 


Hose Connection Elimi- 
nates Dripping 

The Hessler Perfect Hose Connection, 
placed on the market by H. E. Hessler Co., 
Syracuse, N. Y., is designed to eliminate 
the dripping and splashing that usually at- 
tends the attachment of a garden hose to 
the faucet. The consists of two 
parts—a connection for the hose and a con- 
nection for the sill cock. The hose 
nection slips into the sill cock connection 
and is locked securely by a durable wire 
spring, no wrench being required in the 
adjustment. The possibility of leakage is 
said to be entirely eliminated and the flow 
of water entirely uniform. An interesting 


Efficient 


device 


con- 














feature of the connection is the fact that 
all twisting and kinking, which tends to 
shorten the life of the hose, is entirely elim- 
inated. There are no threads on the con- 
necting ends of the two parts. They fit 
snugly together, thus saving time and 
trouble because of imperfect threads. 


Attractive San-O-Fibre Baskets 


Attractive design and coloring are fea- 
tures of the popularly priced San-O-Fibre 
basket, made by the San-O-Fibre Products 
Co., seventh floor, North American. Build- 
ing, Chicago, Ill. The basket is made of a 
fire and Wwater-proofed fiber product which 
is pliable and durable and has a steel bot- 
tom. The top rim is reinforced by an extra 
hoop of fiber over heavy wire. The mills 
where this basket is made are engaged pri- 
marily in the manufacture of floor cover- 
ings, in which color plays an important 
part, and hence are equipped to furnish 
delicate tints and shades to match the fur- 
niture of modern homes and apartments. 
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New Hoover Suction Sweeper Has 
Interesting Features 


The Hoover Co. of North Canton Ohio, 
and Hamilton, Ont., places a new and im- 
proved model of household size on the mar- 
ket this month. The new machine is known 
as Model 541 and will sell at the same 
moderate price as the model it succeeds. 
The brush action of the new Hoover is 
made smoother and more efficient by the 
use of ball bearings. This is designed to 
minimize friction, eliminate oiling and 
lighten the load on the motor. Repeated 
tests also show the life of the belt is at 
least doubled as a result. 

The regulation of the height of the suc- 
tion nozzle for the varying thickness of 
rugs is now conveniently and easily made 
from above by the turning of an adjusting 
thumb nut, the same as on the Big Hoover 
model No. 961. The dust bag, raised % in. 
higher from the floor than on previous 
models, is supported by a holder which pre- 
vents it from dragging on the floor. A new 
type of converter permits easy and quick 








connection of the simplified improved i 


tachments. This is the greatest design 
change of all in that it made necessary a 
complete new casting for the drum. The 
converter locks in place beneath the fan, 
shuts off completely the suction nozzle and 
results in greatly increased suction through 
the attachments. The attachments are so 
made that the pliable hose fits into the 
converter and the cleaning tools into the 
hose. This feature adds greatly to clean- 
ing efficiency by doing away with the ob- 
structing shoulders at all joints so that 
there is no stoppage of the air flow. An- 
other improvement is an aluminum capped 
fiber grip on the handle which prevents the 
marring of walls or furniture if the handle 
should accidentally touch them. 


Ford Timer Increases Engine 
Efficiency 

Designed to accurately control timing, 
the K. W. Timer for Ford automobiles em- 
ploys a circuit breaker which closes only 
when the contact arm is completely on a 
metal segment and opens again before leav- 
ing it. The timer is said to greatly in- 
crease the power of the Ford engine and 
is very simple and durable in construction. 
The timer may be very easily and simply 
installed and requires no other change in 
the Ford engine. The electrical parts are 
so elevated that oil and dirt cannot reach 
them, 
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Efficient Paint Mixer 


Combining a number of interesting fea- 
tures, the Columbia Mixer, made by the 
Columbia Engineering Co., Dayton, Ohio, 
is portable. It is manually operated, a 
feature which makes for economy in oper- 


ation. It is said to quickly and thoroughly 
dissolve the paint, regardless of the con- 
dition of the material. Its action is the 
result of the combined agitation, elevation 
and rapid rotation of the revolving beater 
blades. The mixer is strongly built and is 
guaranteed by the company against break- 
age in ordinary use. 


Improved Luggage Carrier Is 
Capacious 


Designed so that it may be used on either 
the running board or over the hood, the 
Bark-Erickson Auto Luggage Carrier, manu- 
factured by the Westlake Engineering Co., 
1515 Eighth Avenue, North, Seattle, Wash., 
is very compact and may be stored in a 
box 3 x 13 in. in size. The carrier consists 
of two upright posts, two straps of web- 
bing 8 ft. long and four clamps. It is strong 

















and simple in construction and may be at- 
tached to the car in various ways, thus 
giving a wide range of service. 


Improved Crystal Washing Machine 


The Crystal Corporation, 3733 Beaufait 
Street, Detroit, Mich., announces 4 new 
Model 6 washing machine. This retains 
the one-way cylinder method of washing, 
but the machine has many new and novel 
improvements. The 12-in. wringer 1s cast 
from solid aluminum and operates on wood 
bearings. The entire driving mechanism 
has been redesigned and practically elim- 
inates noise. The wringer has been con- 
structed to give a maximum of service. 
The operator and the electrical circuits in 
the house are given full automatic protec- 
tion by a patent dise clutch which im- 
mediately takes up overload. All moving 
partS are inclosed, which reduces the 
chance of accident and at the same time 
eliminates oiling or greasing. The machine 
is said to wash for five years in a home 
without oiling or greasing: ” 


Reading matter continued on page 86 
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No, 200 Ekco Loose Bottom 
Oblong Cake Pan 


No, 220 Ekco Loose Bottom 


J Round Layer Cake Pan— 
Va absolutely straight sides 




















No. 250 Ekco Loose 
Bottom Cake Pan on 
legs—tubed 

















No. 204 Ekco Loose Bot- 
tom Square Cake Pan 
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No. 240 BEkco 
Solid bottom 
Round Oake 
pan with legs 
—tubed 




































Edward Katzinger Company 


Va 


VANITY CAKE PANS 
VAN DUSEN PATTERNS 
Manufactured by 


These pans have been greatly 
improved upon in design and 
construction. ‘The raised bot- 
tom permits the knife to lie 
flat on the bottom of the pan. 


Housewives ask for 
these Pans 











You cannot afford to be 


without them in_ stock. 
Order NOW. ff 








The More Varied Your Stock, 


the Greater Your Sales 


HE florist who sells only violets 

has a short season and few cus- 
tomers. The shoe store that stocks but 
one style last, gets only the patronage 
of the people who like that style. 


Tin pans are no different. Each 
woman is attracted by a different type 
of pan. You can’t afford to waste 
customers by limiting your tinware 
stock to a few items only. Keep a va- 
riety in stock and sell something to 
every customer, 


Ekco cake pans are rapid-fire sellers. 
A complete assortment — variety 
enough to fill every need of every cus- 
tomer who comes in your store—rep- 
resents an absurdly small investment 
and a substantial profit for you. 


Our catalog illustrating our full line of 
famous Ekco Sanitary Pans, Black Beauty 
Double Roasters and Drip Pans and Vanity, 
Slidex and Ekco Loose Bottom Cake Pans 
has been mailed to you. If you didn’t get 
a copy, write us. 


Ekco Products Are Sold by All Leading 
Hardware Jobbers 


Edward Katzinger Company 
910 W. Washington Blvd., Chicago, II. 


We make more pans in a day than all other manu- 
facturers combined. 
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| Notes of the Retail Hardware Trade 














DETROIT, MicH.—Hacks Hardware, 
6406 Michigan Avenue, has bought the 
stock of Louis Goldfaden and requests 
catalogs on the following: Barn equip- 
ment, bathroom fixtures, bicycles, build- 
ers’ hardware, building paper, clocks 
and watches, crockery and glassware, 
cutlery, dairy supplies, electrical spe- 
cialties, electrical supplies, flashlights, 
fishing tackle, garage hardware, glass, 
guns and ammunition, hammocks and 
swings, heavy hardware, incubators, 
insecticides, housefurnishings, linoleum 
and oilcloth, luggage (trunks, hand- 
bags), marine hardware, mechanics’ 
tools, musical instruments, oils and 
greases, paints, oils and varnishes, pic- 
nic equipment, plumbing department, 
prepared roofing, pumps, seeds and 
fertilizers, silverware, sporting goods, 
stoves and ranges, toys, games and wall 
paper. 


FLINT, MicH.—Wm. J. Blanchard 
has opened a store at 1102 N. Saginaw 
Street, dealing in bicycles, builders’ 
hardware, building paper, cutlery, dairy 
supplies, electrical specialties, flash- 
lights, garage hardware, glass, incu- 
bators, insecticides, mechanics’ tools, 
oils and greases, paints, oils and var- 
nishes, prepared roofing, pumps, re- 
frigerators, rope and twine, seeds and 
fertilizers, shoe findings, stoves, ranges 
and washing machines. 


MEMPHIS, Mo.—The R. D. Wilson 
stock has been sold to the Morgan 
Hardware Co. The new concern re- 
quests catalogs on a general line of 
hardware, stoves and field fencing. 

RAVANNA, Mo.—S. W. Lowry has 
suffered a fire loss. Business was re- 
sumed shortly after the fire. 


McCook, Nes.—The McCook Hard- 
ware Co. has been established here to 
conduct both a wholesale and retail 
business in the following: Automobile 
accessories, automobile tires, barn 
equipment, builders’ hardware, building 
paper, clocks and watches, crockery and 
glassware, cutlery, dairy supplies, 
dynamite, electrical specialties, elec- 
trical supplies, flashlights, fountain 
pens, fishing tackle, furnaces, garage 
hardware, glass, guns and ammuni- 
tion, hammocks and swings, harness, 
heavy hardware, incubators, insecti- 
cides, housefurnishings, mechanics’ 
tools, oils and greases, paints, oils and 
varnishes, picnic equipment, phono- 
graphs, poultry supplies, pumps, radio 
equipment, refrigerators, rope and 
twine, seeds and fertilizers, silverware, 
sporting goods, stoves and ranges, tin 
shop, toys, games and washing ma- 
chines. 


MALONE, N. Y.—The Northern Hard- 
ware Co., Inc., 106 East Main Street, 
successor to the Farmers Hardware Co., 
has been incorporated with a capital 
of $75,000. The concern will conduct 
both a wholesale and retail business in 
the following: Automobile accessories, 
automobile tires, bathroom fixtures, 
bicycles, builders’ hardware, building 
paper, clocks and watches, cutlery, 
dairy supplies, electrical supplies, flash- 
lights, fishing tackle, garage hardware, 


gasoline engines, guns and ammuni- 
tion, hammocks and swings, heavy hard- 
ware, insecticides, linoleum and oil- 
cloth, mechanics’ tools, oils and greases, 
paints, oils and varnishes, prepared 
roofing, pumps, refrigerators, rope and 
twine, seeds and fertilizers, shoe find- 
ings, silverware, sporting goods and 
washing machines. Catalogs requested 
on automobile accessories. 


DARDANELLE, ARK.— The Brasher- 
Haralson Hardware Co. has com- 
menced business here, dealing in the 
following, on which catalogs are re- 
quested: Automobile tires, barn equip- 
ment, bathroom fixtures, bicycles, 
builders’ hardware, building paper, 
clocks and watches, crockery and glass- 
ware, cutlery, dairy supplies, electrical 


specialties, electrical supplies, flash-’ 


lights, fountain pens, fishing tackle, 
furnaces, gasoline engines, glass, guns 
and ammunition, hammocks and swings, 
harness, heavy hardware, incubators, 
insecticides, housefurnishings, linoleum 
and oilcloth, luggage (trunks, hand- 
bags), mechanics’ tools, mill supplies, 
musical instruments, paints, oils and 
varnishes, picnic equipment, phono- 
graphs, plumbing department, pre- 
pared roofing, pumps, radio equipment, 
refrigerators, rope and twine, seeds 
and fertilizers, shoe findings, silver- 
ware, sporting goods, stoves and ranges, 
tin shop, toys and games, washing ma- 
chines and wall paper. 


SANTA Rosa, CAaL.—Money & Gold- 
stein have opened a store at 316 
Mendocino Avenue, where a complete 
stock of the following is carried: Barn 
equipment, bathroom fixtures, builders’ 
hardware, building paper, clocks and 
watches, crockery and_ glassware, 
cutlery, electrical specialties, flash- 
lights, fishing tackle, garage hardware, 
glass, hammocks and _ swings, heavy 
hardware, housefurnishings, mechanics’ 
tools, oils and greases, paints, oils and 
varnishes, prepared roofing, pumps, 
refrigerators, rope and twine, seeds 
fertilizers and stoves and ranges. Cata- 
logs requested. 


Macon, GA.—The McDaniel Hard- 
ware, 518 Third Street, is successor to 
the McDaniel & Heard Hardware Co. 
Its business is both wholesale and re- 
tail. Catalogs requested on a general 
line of hardware. 


TWIN Fatuis, IDAHO.— The firms 
known as the Electric Service Station, 
owned by F. B. Seville, and the Salladay 
Hardware Co., owned by L. E. Salladay, 
have consolidated and_ incorporated, 
and will hereafter be known as the 
Salladay Hardware Co. The capital 
stock is $50,000; and L. E. Salladay is 
president; R. Strickfaden, vice- 
president, and F. B. Seville, secretary 
and treasurer. 


EUREKA, ILL.—Schumacher Bros. 
have succeeded to the business of 
Weyeneth Bros. 


BoursBon, INpD.—M. Millbern will 
erect a new two-story building which, 
it is expected, will be ready for occu- 
pancy about June. 


PARKERSBURG, Iowa.—The stock of 
Lindaman & Brower has been sold to 
Juel & Anderson, who request catalogs 
on barn equipment, builders’ hardware, 
cutlery, flashlights, fishing tackle, 
garage hardware, guns and ammu- 
nition, heavy hardware, incubators, in- 
secticides, mechanics’ tools, oils and 
greases, phonographs, poultry supplies, 
pumps, rope, seeds, silverware, sporting 
goods, stoves and ranges, tin shop and 
washing machines. 


CLAY CENTER, KAN.—R. A. Thorn- 
ton has disposed of his stock to the 
Schmidt Hardware. The new owner 
requests catalogs on a line of builders’ 
hardware. 

BRIGHTON, MicH.—C. G. Rolison will 
erect a new store building and occupy 
it about June 1. Catalogs requested on 
a general line of hardware and builders’ 
supplies. 

Fuint, Micu.—The stock of Frank 
Algoe has been sold. The Kendrick- 
Baker Hardware Co., 1101-1103 North 
Saginaw Street, is the purchaser. 

IrHAcA, MicH.— The Brown-Davis 
Co. has disposed of its hardware and 
implement stock to the Davis Co. 

MIDDLEVILLE, MIcH.—The Congdon- 
Follmer Co. is purchaser of the Merri- 
field-Follmer hardware stock. The con- 
cern now carries a line of automobile 
tires, barn equipment, bathroom fix- 
tures, bicycles, builders’ hardware, 
building paper, clocks and watches, 
cutlery, flashlights, fishing tackle, fur- 
naces, garage hardware, gasoline en- 
gines, glass, guns and ammunition, 
harness, heavy hardware, incubators, 
insecticides, oils and greases, paints, 
oils and varnishes, prepared roofing, 
pumps, refrigerators, rope and twine, 
silverware, sporting goods, stoves and 
ranges, tin shop and washing ma- 
chines. 

Port Huron, Micu.—Charles A. 
Sturmer, Military Street, will erect a 
new store building, to be ready for occu- 
pancy June 1. 

TECUMSEH, Mico. — Satterthwaite 
Bros. are discontinuing business. 

Mexico, Mo.—H. Richards & Sons, 
successors to Dry & Sappington, re- 
quest catalogs on a general line of 
hardware and implements. 

BETHANY, Mo.—Archie Wilson has 
sold his interest in the Cole Hardware 
Co. to Myron Moulton, Melverne Cole 
and Aubrey Cushman. 

Brock, Nes.—William Hall has suf- 
fered a fire loss. A new building is in 
the course of erection, to be completed 
about June 1. 

BROOKLYN, N. Y.—Greschler Bros. 
have opened a store at 663-665 Fifth 
Avenue with a complete stock of the 
following lines: Automobile accessories, 
builders’ hardware, building paper, 
cutlery, electrical specialties, flash- 
lights, gasoline, glass, heavy hardware, 
marine hardware, mechanics’ tools, mil! 
supplies, oils and greases, paints, oils 
and varnishes, plumbing department, 
rope, twine, and seeds and fertilizers. 
Catalogs requested on a general line of 
hardware and mechanics’ tools. 














